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AIDS BANK INSURANCE 





Evidence of Coercive Practices 
Only Disqualification for 
Bank Employes 


RIORDAN GIVES OPINION 


Holds Commissioner Cannot Withhold 
License Only by Reason of Char- 
acter of Employment 





SAN FRANCISCO, 
fornia Association 


May 2—The Cali- 
of Insurance Agents 
is net worried over the opinion of the 
attorney general’s office. Association 
officials say that it represents merely an 
opinion on a condition which is not 
accurately the one confronting them and 
on which they based their protest to the 
insurance commissioner. In fact the 
asseciation’s spokesmen and attorneys 
say it is not a final decision on the par- 
ticular case at issue and therefore does 
not meet the situation. “The decision,” 
said one of the officials, “ix based merely 
on those contentions set forth by the 
attorney for the bank of Italy and does 
not close the ecnse.” The association 
mmittee, it is understood, had a long 
conference with Insurance Commissioner 
Detrick and will hold another next 
Monday, 





SAN FRANCISCO, May 23—Em- 
ployes of banks throughout California 
may be licensed 


as insurance agents 


under section 633 of the political code 
where it appears to Commissioner 
Charles R. Detrick that these employes 
are sufficiently qualified and where no 
evidence of coercive practices appear, 
according to an opinion rendered to 
Commissioner Detrick by John H. Rior- 
dan, deputy attorney general, who adds 
that in the absence of such practices 
it cannot be said that these employes 
are violating any legal or moral prin- 
ciple.” 
Licenses Held Up 


lhe opinion, which has been eagerly 
awaited by agents of the state and pend- 
ing which several hundred licenses for 
employes of the Bank of Italy have been 
held up by the insurance department, 
was rendered by Mr. Riordan in reply 
‘oa communication from Commissioner 
Detrick. He outlined what, following 
Numerous conferences between himself 
and agents of the state and officials of 
the bank, appeared to be the facts re- 
garding the activities of the bank 
through its Americommercial Corpora- 
ton as follows: “The general policy 
and Practice of the bank is, when appli- 
‘ations for mortgage loans are made to 
it. frst to have the property appraised. 
The applicant for the loan is then asked 
lor the amount of insurance carried. 
On certain classes of buildings the bank 
requires earthquake insurance in addi- 
ton to fire insurance. When it is found 
there is already a sufficient amount of 
ire insurance carried, the bank suggests 
that applicants have the required earth- 
quake insurance written in the same 
company which carries the other insur- 
ance. When new or additional insur- ! 








OCCIDENTAL TAKES 


THE WESTERN MUTUAL | 


GILES TELLS OF THE DEAL 


Places Los Angeles Company Well to 
the Forefront of the Pacific 
Institutions 


LOS ANGELES, May 3.—Negotia- 
tions have been completed for the mer- 
ger of the Western Mutual Life of Los 
Angeles with the Occidental Life of this 
In an interview Secretary and 
General Manager Robert J. Giles, of the 
Occidental, today said: “Yes, it is true 
that the Occidental has taken over the 
Western Mutual, which company had 
business in force amounting to more 
than $2,500,000 and assets of approxi- 
mately $2,500,000, of which amount more 
than $1,000,000 is surplus. This merger 
makes the Occidental Life the second 
largest company in the western field, 
the Occidental having business in force 
at the present time of more than $130,- 
000 000.” 

The Occidental Life has made very 
rapid strides in the past few years. It 
is reported that still further expansion 
is contemplated. Plans will be an- 
nounced in the near future. 

The Western Mutual Life was organ- 
ized and operated under the fraternal 
laws. Jt commenced business in 1886, 
being known the Western Masons 
Mutual Life. [It insured only Masons. 
The company has maintained level pre- 
mium rates, which were adequate. The 
Occidental Life commenced business in 
1906 and has made steady progress. 


city. 


as 


ance is required, the applicant is asked 
if he has a preference as to company or 
broker. If not, it is suggested that the 
bank can handle the insurance. How- 
ever, it is stated by the representative 
of the bank and the Americommercial 
Corporation that it is not their policy 
to require or even to insinuate that the 
applicant must place the insurance 
through the said Americommercial Cor- 
poration, but that the applicant is al- 
ways permitted to place his insurance 
wherever he pleases. In other words, 
for the purpose of this request it is to be 
assumed that there is no express coer- 
cion exercised, or contemplated to be 
exercised upon the borrower by any 
person connected with any of the afore- 
said corporations for the purpose of se- 
curing the placing of his insurance.” 
Occupation Net a Factor 


Pointing out that section 633 confers 
upon the commissioner discretionary 
powers which must be exercised in a 
sound and fair manner, free from abuse, 
and that it is not its purpose to prohibit 
the issuance of a license to a person by 
reason of the character of his employ- 
ment, bat rather by the intention ani- 
mating him in making such application, 
Attorney Riordan says: “The fact that 
the applicant at the time he is applying 
for a license intends to insure his own 
property or that of his employer does 
not disqualify him from receiving the 
license.” Mr. Riordan added, “the law 
is not designed to prevent a person from 
obtaining an insurance agent’s license 
because of the circumstances that 


| SET DATE FOR CONFERENCE 
ON NEW YORK LEGISLATION 


AGENTS’ COMMITTEE NAMED 


President Myrick Suggests May 22 or 23 
For Meetings With Company 
Men and Beha 


NEW 
the decision 
May 23 has been 
as time the 
the agency committee, the company com 
mittee and the New York insurance de- 
partment, regarding the proposed legis- 
lative revision of section 97 of the New 
York laws. Julian S. Myrick, as pres- 
ident of the New York State Association 


YORK, May 3 


of the 


According to 
company committee, 

definitely 
conterence 


selected 


the for between 


of Life Underwriters and the National 
Association of Life Underwriters, has 
agreed on this date with M. Albert 


Linton, who is chairman of the company 


committee which drew up the proposed 
measure for Superintendent Beha. Mr. 


Linton preferred May 23 to May 22 
and at that time agents and company 
officials will endeavor to come to a com- 
mon understanding on the controvers) 
over the revision, 


New Committee Named 


The committee which was named last 
week by the agents to represent them is 
not the same committee which went be- 
fore Mr. Beha at Albany last month, 
being a more state-wide representation 
of the agency ranks. Mr. Myrick named 
the following: F. A. G. Merrill, Bui 
falo; Sidney Wertimer, Buffalo; Morti- 
mer R. Miller, Rochester; J. E. Flani- 
gan, New York; Arthur P. Woodward, 
New York; Julian S. Myrick, New York. 
The committee to represent the com- 
panies will be the five who composed the 
original committee named by Mr. Beha: 
M. A. Linton, Provident Mutual, chair- 
man; E, E. Cammack, Aetna Life; Rob- 
ert Henderson, Equitable Life of New 
York; Arthur Hunter, New York Liie: 
E. B. Morris, Travelers, 


through his connections he is peculiarly 
able to obtain the placing of certain in- 
surance business.” 


Cites Referendum Action 


Mr. Riordan in his opinion recalled 
the action of the state legislature which 
in 1919 passed a law prohibiting bank 
agencies but which was later repealed 
by referendum action of the people, say- 
ing: “The circumstance that this legis- 
lation was defeated by referendum would 
indicate that the supreme legislative 
power in this state, the people, de- 
clared against the principle of prohibit- 
ing bank employes from becoming in- 
surance agents.” 


Guards Against Coercive Methods 


In closing he expressed himself of the 
opinion that section 6335 was not de- 
signed to prohibit bank employes per se 
from being licensed as insurance agents 
saying: “If, however, it should appear 
in any case that a bank or any other 
institution or person used coercive meth- 
ods in obtaining insurance, such as re- 
fusing loans, renewals thereof or credit, 
except upon the condition that its pa- 

(CONTINUED ON NEXT PAGE) 
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HIGHER POLICY LIMITS 
EVIDENCE OF GROWTH 


Many New Announcements of 
Increases Taken 


by Home Offices 


in Lines 


IN LINE WITH CONDITIONS 


Big Producers Demand Facility in 
Handling Big Risks Which 


Are Now Common 


NEW YORK, May 3.—One of the 
most significant signs of the new pro 
portions of life insurance, developed 
within the past decade, is the number 
of companies which have stepped up 
their policy limits to figures which are 
many times those in vogue a decade ago 
Today the bulk of the companies ar 


offering policy limits that grant the big 


personal producers ample opportunity to 


place all but the exceptional few cases 
within their own office and thus save 
much time in brokering the excess limits 
This has been steadily in progress tor 
the past several years and now ts being 
seen in even greater abundance. Within 
the past fe wweeks six of the large 
companies have announced new limits 
or S300,000 or over 
Many New Announcements 

Chis week announcement is made by 

the Massachusetts Mutual Life and the 





Connecticut Mutual Life $300,000 limits. 
Last week the Prudential announced an 


increase in limite to 500,000. A few 
weeks ago the New England Mu- 
the Phoenix Mutual to $350,000, The 


Life this week announced an 
increase in its limits from $200,000 to 
$200,000. And at the present time many 
other offices are considering new limits, 
to bring their qualifications in line with 
now the general practice In 
cases where the companies have 
not yet taken this step and are reluc 
tant to do the agency ranks 
bringing pressure to bear and action may 
forthcoming in even these 
far distant future 


Berkshire 


what is 
some 


so, are 


be cases m 
the not 


Today an Essential 


hat 
Prac 
least 


It is pointed out by the field men 
this is today almost an essential 
tically every general agency has at 
one man who is in the millionaire class 
as a producer. Even if not at this peak 
or development, these agency leade rs are 
writing large lines, in keeping with pres 
ent day conditions and needs and tat 
in excess of the limits acceptable a tew 


years ago. The $100,000 policies are 
today very nearly as common as were 
$25,000 policies in the early post-war 
days. The bulk of the agents are not 
writing $100,000 cases, of course, yet 
the number in this class is now so large 


that the discussion of their problems 1s 

no longer a mystery or a joke at agency 

meetings. In view of this, it is agreed 
(CONTINUED ON PAGE 32) 
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BANKERS NATIONAL NOW 
MAKING RAPID PROGRESS | 


IS DEVELOPING HUGE FIELD 


Extensive Agency Plant, but Three | 
Months Old, Writing at Rate of 
$36,000,000 Annually 


JERSEY CITY, N. J., May 3.—Re- 
markable progress is being made by the 
Bankers National Life of Jersey City, 
new business now being reported on the 
basis of an annual total of $36,000,000, 
though it has onl@ been incorporated 
cight months and in the field seven 
months. In fact, the active agency de- 
velopment program was not undertaken 
until three months ago and the company 
now has an agency plant in 12 states, 
with licenses pending and appointments 
under consideration in nine additional 
states. Practically all of this territory 
has been opened in the past three 
months and the agency plant appointed 
has immediately shown itself effective, 
now producing at the rate of $3,000,000 
monthly, 

Rapid Expansion 

The Bankers National of Jersey City 
is now licensed in Maine, Vermont, 
Rhode Island, New Jersey, Maryland, 
Delaware, Virginia, North Carolina, 
West Virginia, Kentucky, Illinois and 
Indiana. Licenses are pending in Michi- 
gan, Wisconsin, Ohio, Massachusetts, 
Connecticut, Pennsylvania, California, 
Washington and Oregon. A divisional 
office has been opened at Chicago, with 
direct agency jurisdiction over the Mis- 
sissippi Valley states and this office 
alone is reporting a persistent $500,000 
monthly, though only recently appointed. 
The coast territory is being entered and 
the company is considering the opening 
of an office of issue in San Francisco, to 
facilitate the western business, 


Cover Entire Country 


The completion of agency plants in 
these states will very nearly complete 
the field organization of the company, 
for this is one of a group of three, of 
like name and held by one holding com- 
pany, which have divided the country 
into specific territories in which they 
will confine their writings. The Bankers 
National of Jersey City is taking the 
eastern and mid-western territory. The 
Bankers National of Jacksonville, Fla., is 
taking the southern field, now operating 
in Florida, Georgia, South Carolina, Ala- 
bama, Mississippi, Tennessee and Lou- 
isiana. The Bankers National of Denver 


operates in Colorado, Nebraska, Iowa, 
Missouri, Oklahoma, Arkansas, Texas, 


Minnesota and South Dakota. Thus 
there is no overlapping in territory and 
yet practically the entire country is cov- 
ered by these organizations which are 
commonly held. 

The Jersey City company is under the 
active management of Ralph R. Louns- 
bury, executive vice-president, who is 
also president of the other two Bankers 
National companies. Harry G. Austin, a 
veteran life insurance executive, is vice- 
president and treasurer and he also is 
in direct charge of the agency depart- 
ment, being the one who has directed 
the expansion program and named the 
general agents appointed in the past few 
months. 





Bankers Reserve Anniversary 


The Bankers Reserve Life of Omaha 
recently commemorated its 31st anniver- 
sary with a one-day anniversary drive. 
Special applications were provided to be 
used on anniversary day. Some 881 ap- 
plications were submitted. Each repre- 
sentative submitting business was pre- 
sented with a specially made Spanish 
leather case, containing pocket comb 
and nail file. This one-day effort re- 
sulted in the largest day’s production in 
the history of the company. 





INSURANCE TRADITIONS 


SPEAKS AT LITTLE ROCK, ARK. 


Penn Mutual Life Official Says Tradi- 
tions Create Ideals to Guide 
Human Conduct 


LITTLE ROCK, ARK., May 3.— 
President William A. Law of the Penn 
Mutual was tendered a dinner by the 
Little Rock Chamber of Commerce. 
There was an attendance of 500. Major 
J. J. Harrison, vice-president of the 
Home Life of Little Rock, was the 
toastmaster. President Law’s address 
was on “Tradition.” Other Penn Mu- 
tual speakers were Vice-President Hart 
and Stewart Anderson. 

Mr. Law emphasized the value and 
guiding force of tradition on individual, 
local and national life. While the im- 
portance of material development and 
prosperity should not be ignored or min- 
imized, the traditions of race are a spe- 
cial inheritance, constituting an asset of 
the highest rating. Traditions create 
ideals and ideals guide human conduct. 
Popular leadership may temporarily de- 
flect its enthusiastic followers from the 
lines prescribed by tradition, but history 
shows that the American people with 
their marvellous common sense finally 
swing back to the true course. 


Life Insurance Traditions 


Referring to the traditions of the in- 
stitution of life insurance Mr. Law 
stated there could be no better proof of 
their soundness than the constant prog- 
ress of life insurance growth and use- 
fulness. 

He referred to the tradition of econ- 
omy. Expenses may increase in volume, 
but expense ratios are carefully watched 
and their limitations are made effective. 

The tradition of self-government. The 
mutualization of large life insurance 
companies has been not only notable, 
but practically irresistible. 

The tradition of progressiveness. 
Progressiveness results not in volume 
alone but in increased usefulness by 
continuous responsiveness to new needs 
as they arise. 

The tradition of frank interchange of 
information and experience among com- 
petitors. Without this process we would 
all be working in the dark and acting at 
cross purposes. 

The tradition of precedent and conti- 
nuity. Probably the management of the 
larger life insurance companies expend 
more time and thought on providing for 
succession, for harmony of practices and 
for continuity of effort than on any 
other problem. This principle runs 
through all the processes of selection, of 
distribution and of investment. 

The tradition of fair play. No concern 
can be so strong or so successful as to 
forget the tradition of fair play. The 
larger its scale of operations the more 
important becomes the tradition of fair 
play—to employes, to the public and to 
competitors. 


Tradition of Trusteeship 


Last, and most priceless of all, is the 
tradition of trusteeship. The life insur- 
ance dollar is the most sacred dollar on 
earth and its safety is the paramount 
consideration. The institution of life in- 
surance is based on ideals not of profit. 
not of personal gain to. the management, 
but on ideals of trusteeship with all its 
implied responsibilities and obligations. 

In this era of unparalleled inflation 
and speculation the time-tested prin- 
ciples governing the care and investment 
of trust funds cannot be too highly em- 
phasized nor too scrupulously obeyed. 
The best traditions of sound investment 
practice must characterize the dailv 
work of the life insurance manager in 
periods of inflation as well as in periods 
of depression. 





MEN ARE ANNOUNCED 
COMMITTEE IS APPOINTED 


Federation Officers Announce the Per- 
sonnel for the Important Work with 
F. M. Chandler, Chairman 


Through its president, Frank T. B. 
Martin, the Insurance Federation of 
America announces the following list 
of leaders in the insurance world 
as members of its insurance day com- 
mittee, who will cooperate with Frank 
M. Chandler of Chicago, chairman of 
the committee and originator of the “In- 
surance Day” idea, in all that pertains to 
the furtherance of “Insurance Day” 
plans wherever under consideration: 
Claris Adams, St. Louis; E. J. Bullard, 
Detroit; Charles H. Burras, Chicago; 
James L. Case, Norwich, Conn.; Wil- 
liam S. Diggs, Pittsburgh; J. R. Du- 
mont, Lincoln, Neb.; C. D. Lasher, In- 
dianapolis; Bert E. Mitchner, Hutchin- 
son, Kan.; E. A. Piepenbrink, Milwau- 
kee, and Thomas Watters, Jr., Des 
Moines. 

Mr. Adams is manager-counsel of the 
American Life Convention. Mr. Bul- 
lard is chairman of the board of direc- 
tors of the Modern Woodmen of Amer- 
ica. Mr. Burras is president of Joyce 
& Co., Chicago, one of the leading cas- 
ualty and surety agents in Chicago, is 
a former president of the Insurance Fed- 
eration of Illinois and at present is serv- 
ing his second term as president of the 
National Association of Casualty & 
Surety Agents. 

Mr. Case is ex-president of the Na- 
tional Association of Insurance Agents. 
He was the first general chairman of 
Connecticut Insurance Day. Mr. 
Diggs, former president of the In- 
surance Federation of America, is one 
of the founders of the national federa- 
tion. He is president of the Insurance 
Federation of Pennsylvania. Mr. Du- 
mont is commissioner of insurance of 
Nebraska. 

Mr. Lasher is the dean of fire insur- 
ance field men in Indiana. He has been 
one of the prime movers in the Insur- 
ance Federation and Insurance Day 
movement in his state. He is state 
agent of the Home Fire of New York. 
Mr. Mitchner is vice-president of the 
Kansas Association of Insurance 
Agents. He is chairman of the Kansas 
Insurance Day committee. Mr. Piepen- 
brink is vice-president of the Wisconsin 
Mutual Liability. He is a past presi- 
dent of the Insurance Federation of 
Wisconsin. 

Mr. Watters is a member of one of 
the leading law firms of Iowa and is 
particularly interested in the activities 
of life companies. 





Chicago Offices Make Good Gain 


For April the Chicago offices of the 
Eoauitable of New York produced §§,- 
692.821, which represents a gain of be- 
tween 10 and 15 percent over the same 
month of last vear. For the first four 


months the Chicago offices produced 
$99,777,581. The Harry Berls agency 
led in April with $1,515,809. Harry 


Wright, associate manager in the Berls 
agency, was the leading producer in that 
office. The Girault agency was second 
for April with $1,010,000 and the Hobbs 
agency was third wit’: $960,000. The in- 
crease for the first tour months of 1928 


Find Negro Fraternals Insolvent 


The 
to relicense 


has refused 
three Negro 


Arkansas department 
for the year 


fraternal companies upon showing that 
they are insolvent and unable to pay 
claims. Thev are the Independent Order 


of TImmaculates, Forrest City: United 
Brothers of Friendship & Sisters of the 
Mysterious Ten, Texarkana, and the Su- 
ynreme Council of Shepherds, Marianna. 
License was issued to the Afro-American 
Sons & Daughters, which maintains 
headquarters at Yazoo, Miss. 
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JOHNSON-HIGGINS LIFE 


DEPARTMENT FOR DETROIT 
TO BE OPENED THIS SUMMER 


William H. Dooling Is Installed iy 
Firm’s Chicago Office—Other 
Plans Are Announced 


William E. Hall, president of the 
Johnson & Higgins Company of Illinois 
and Michigan, installed Edward H 
Dooling as manager of the firm’s Chi- 
cago life department this week and als 
announced that in two to three months 
the firm will open a life department in 
its Detroit office. Gerald Eubank, gen- 
eral manager of the Johnson & Higgins 
life department, was in Chicago for a 
part of the week. He will spend some 
time in Chicago every sixth week unt 
the Detroit life department is estab- 
lished, and then will split a week out oj 
each six between Chicago and Detroit 
He also directs the life department in 
the New York office of Johnson & Hig- 
gins. Mr. Hall directs from Chicago the 
Detroit and Winnipeg offices of the 
firm, 

Wholesale. 


Retail Separated 


It is the plan of Johnson & Higgins 
to keep the wholesale and retail sections 
of the life department distinctly 
arate in all their operations. The gen- 
eral agencies which the firm has for the 
Home Life and the Prudential will be 
operated strictly as general agencies 
and the trading of business or the han- 
dling of excess from other offices will 
be done rigidly on the general agency 
basis. 


Mr. Eubank 


sep- 


will have the Chicago 
and Detroit life departments well organ- 
ized before the end of 1928, and at the 
opening of next year the Chicago, De- 
troit and New York life’ departments o! 
the firm will be vigorously in the na 
tion’s life agency lineup. 
Dooling Capable Life Man 


Mr. Dooling, the Chicago incumbent, 
is a product of the former Hart & Eu- 
bank New York general agency of the 
Aetna Life and is a thoroughly trained 
life man imbued with the spirit of “do 
that animated the general agency ™ 
which he received much of his training 

Johnson & Higgins opened in Chicago 
in 1912. Mr. Hall joined the firm on 
the sales staff, which was writing marine 
business, in that year. In 1912 the Chi- 
cago staff numbered nine. Today it to 
tals 67. The firm began operations 
Michigan in 1914, also with a small stall 
which has steadily grown. The Detroit 
offices are in the First National Bank 
building. 


CALIFORNIA OPINION 
AIDS BANK INSURANCE 


(CONT’D FROM PRECEDING PAGE) 
trons or prospective patrons grant them 


the placing of their insurance, in whole 
or in part, as a prerequisite for the ob- 
taining of said loans, renewals or credit, 
and as a part of such plan or scheme 
shenld direct an employe to apply for 
an insurance agent’s license, the latter 
might be said to be actuated principalls 
by the prospect of insuring proper. 
which he is through his employes able 
to control the placing of insuranc 
thereon.” 

The opinion was requested by A 
missioner Detrick as the result of a we 
test filed last December by the Cat 
fornia Association of Insurance Age 
against the licensing of employes © th 
Bank cf Italy as insurance agents 


Com- 


Equitable Managers Meet 


A group of managers of the Equitable 
of New York met in Chicago this = 
for a midwest conference. The conier 
ence lasted one day. 
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Mav 4, 1928 
BELIEVE NEW YORK 
CHANGE IS ASSURED 





Most Company Officials Feel That 
Some Revision Will Be 
Adopted 





MANY FACTORS INVOLVED 





New Section 97 Will Take Into Con- 
sideration All Present Day 


Underwriting Factors 





NEW YORK, May 3.—While legisla- 
tive forecasts are always uncertain, there 
believe that another 
the 


is every reason to 
vear will see a drastic change in 


New York laws, 
laws of the 
entire practice of underwriting and do- 


the basic life insurance 


country, under which the 


ing business will be changed. The revi- 
sion of section 97 of the New York law, 
more clearly recognized as the measure 
which will offer the American Men table 
of mortality for optional use, is now un- 
der consideration of companies, agents 
and state officials, but there does not ap 
pear to be any opposition sufficient to 
ot 


cause abandonment present plans. 
The exact form of revision may be 
changed, but most of those who are 


closely following this situation believe 
that a change will be made. 
Now in Controversy 


\t present, of course, there is an open 
controversy between the agency ranks 
and the companies, the agents standing 
in strong opposition to the adoption of 
the proposed measure. This, however, 
is to be subjected to conference, both 
agents and companies having agreed to 
name a conference committee to meet 
with the state insurance department and 
endeavor to iron out the difficulties. The 
result can not be predicted, except that 
company officials are firmly convinced 
that those in the agency ranks, once 
they are given the true picture of the 
situation, can recognize a need for some 
change and thus cooperate in effecting 
this change. It is felt that perhaps the 
agents may not approve the present 
form of revision. They may suggest 
another form of effecting the desired 
end and they may make suggestions to 
Improve certain portions of the meas- 
ure. This is desired by the company of- 
ficials. The latter realize that the com- 
Pexities of this entire matter are such 
that there may be many possible im- 
provements and very possibly the 
agents, coming freshly into the discus- 
sion and undisturbed by the intricate 
actuarial details, may have some new 
angles which could lead to these im- 
provements. 

Practically No Disapproval 


Beyond this agency opposition, how- 
ever, there is no general disapproval 
voiced, beyond one or two protests from 
fompany men who are definitely con- 
vinced that the proposed change can 
34 good and may do some harm. 
‘ounteracting these voiced objections, 
there are many endorsements and ex- 
Pressions of approval and the great bulk 
ot the companies have given endorse- 
ment by silence. As Superintendent 
Peha has given ample opportunity for 
“nyone to express his opinion, not only 
asking lor divergent views, but urging 
nat they be expressed, the failure of 
"Y to so stand in opposition is taken as 
‘vent endorsement. Indeed, at one of | 
e early hearings, when Mr. 
asked tor a showing of hands as to the 
a resability of some change, it was al- 
most a unanimous vote. 

us Is, in the end, the general view 


1s 


no 


Beha ! 
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BIG FIRE COMPANY PLANS 
TO QUIT BANK OF ITALY 
CLARK SENDS OUT NOTICES 


Pacific Coast Manager Tells Agents 
Company Has Withdrawn Appoint- 
ments of Bank Employes 


SAN FRANCISCO, May 2.—Ac- 
cording to a notice distributed by Dan 
Clark, Pacific Coast manager, the North- 
western National Fire has decided to 
withdraw its agency appointments with 
employes of the Bank of Italy. The 
company entered into the plans of the 
bank when the various companies can- 
celled their appointments following the 
protest of the California Association of 
Insurance Agents last November. The 
company was subjected to severe criti- 
cism as a result of its action. The let- 
ter sent to the agents byg Mr. Clark 
said: 

“As a matter of knowledge we ad- 
vise that we have withdrawn our Bank 


of Italy agency connections and trust 
our action in this respect is as you 
would have it.” It is understood that 


Manager Clark has also withdrawn the 
license applications for bank employes 
which have been pending with the in- 
surance department. 


START ADVERTISING PROGRAM 
Kansas City Companies Join Forces 
on Institutional Advertising Cam- 
paign in Home City 





KANSAS CITY, MO., May 3.—A 
program of institutional advertising 
under a cooperative plan has been in- 
augurated here by four of Kansas City’s 


leading life insurance companies, the 
Kansas City Life, Business Men’s As- 
surance, Midland Life and National 


Fidelity Life. The campaign was initi- 
ated with a full page Sunday advertise- 
ment carrying the pictures of the officers 


and directors of the four companies 
with the heading, “Four great home in- 
stitutions, developed for Kansas City 


by Kansas Citians. These men, whom 
you know, stand behind Kansas City’s 
old line legal reserve life insurance com- 
panies.” The copy down the center of 
the page tells of the history of the four 
companies, the fact that their funds are 
invested in Kansas City, and that as 
home concerns they can best serve the 
citizens of Kansas City. A coupon was 
printed in the lower right corner with 


the name of the company left blank, 
and the reader was offered “Willing As- 
sistance Without Obligation.” The 
reader’ was asked to fill in the blank 


and a representative of either of the four 
companies would gladly call to assist in 
solving the life insurance problems of 
those who desire the service. 

This first advertisement is to be fol- 
lowed by quarter-page advertisements 
each Sunday. All the copy will be in- 
stitutional and intended to familiarize 
the public in Kansas City and in the 
trade territory of the southwest with 
the service which offered by these 
local companies. 


is 





Sentinel Starts Sales Campaign 

The Sentinel Life starting a two 
months’ sales campaign in its life de- 
partment beginning May 1. The cam- 
paign, which is to be an annual event, 
has been named the Sentinel Spring 
Sweepstakes. A goal of over $2,000,000 
has been set for the next two months. 
Over $1,000 being offered in cash 
prizes for the production of new busi- 
ness. The prizes are so arranged that 
each agent writing a stated amount will 
aualify for a small prize which will be 
increased in the same proportion that 
his personal writings have to the total 
writings of the company during the cam- 
paign period. Grand prizes will be 
awarded the highest producers. 


is 


is 





INSURANCE 





EDITION 


COX ELECTED SECRETARY 
OF UNION CENTRAL LIFE 


J. L. SHUFF MADE DIRECTOR 
Former Assistant Succeeds the Late 


R. F. Rust—Richard S. Rust 
Also Advanced 


CINCINNATI, May 3.—W. Howard 
Cox is the new secretary of the Union 
Central Life, succeeding the late R. F. 


Rust. He has for some years acted as 
assistant secretary. He is a thoroughly 
trained life insurance man, from 





the 


actuarial, home office executive and field | 


standpoints. 
company in the actuarial department and 
soon attracted the attention of John L 


Shuff, manager of the home office gen 


He began his work for the | 


eral agency, who took him over and | 
made him assistant manager of the 
agency. In this position he had a valu 

able experience in handling men and 
developing plans for increasing business 
in the field. In 1922 he went back to 
home office work and was elected as 


sistant secretary, in January, 1928, being 
made a director. 

Mr. Cox is a young man of 
tive of Cincinnati. He was graduated 
at Denison University and took 
graduate work at the University of Cin- 
cinnati. He is a ready speaker, a 
student of the business, and was the 
natural selection for the position to suc- 


His 


iS, ana 


post 


ceed Mr. Rust. wife is a daughter 
of the late president of the company, 
Jesse R. Clark. 

R. SS. Rust Made Assistant 


Mr. Cox’s successor in the position of 
assistant secretary Richard S. Rust, 
who is a grandson of Bishop Rust, vice- 


18 


president and one of the founders of 
the company, after whom Mr. Rust is 
named. He is a cousin of the late secre- 
tary, R. F. Rust. Mr. Rust is 38 years 


of age and has been with the company 


in various capacities for 14 years. He 
is a graduate of Ohio Weslevan Col- 
lege. 

Another election was that of John I 


Shuff, manager of the home office gen 
eral agency, who was elected to be a 
director succeeding R. F. Rust Mr. 


keen | 





Shuff is wrapped up heart and soul in | 


the Union Central, is a man of large 
vision, and will be a distinct addition to 
the directing body of the company. Re- 
cently also George D. Crabbs, president 
of the Philip Carey Manufacturing Com- 
pany and perhaps Cincinnati’s leading 


citizen in the recent growth of the city, | 


having among other things been the 
moving spirit in securing for the city the 


proposed seventy million dollar union 
depot, was elected to the board. The 
Union Central is one of Cincinnati’s 


leading business organizations and has 
become thoroughly identified with 
life of the citv in every way, under the 
able direction of President John D. 
Sage. 


MERCHANTS LIFE HAS 
ADDED NEW DEPARTMENT 


The Merchants Life of Des Moines 
announces the launching of a new de- 
partment for the purpose raising 
money for civic, religious and fraternal 
erterprises with Vice-President W. E. 
Lilheimer in charge. The purpose is to 

organizations through a plan of 
financing, coupled up with insurance. 
Refore going with the Merchants Life, 
Mr. Bilheimer cooperated in 


ot 


assist 


epproximately $1,000,000 in 19 days and 
the York Rite Temple of Wichita, Kan 
raising $600,000 in eight davs. The Mer- 
chants Life now has under contract a 
money raising campaign for community 
huilding and church for Benton Harbor, 
Mich. 


the | 


financing | 
the Masonic Temple at Topeka, raising | 





STRESSES IMPORTANT 
FUNCTIONS OF SCIENCE 


President Arnold Addresses Med- 
ical Section o§f American 


Life Convention 


MANY PROBLEMS ARISING 


Northwestern National Official Attacks 
the Method Used by Brokers in 
Placing Substandard Risks 


LOUIS, May 3.—In 
Medical Section of the 


President 


address 


1 
nis 


before the 


Amer- 
Convention, 3 
Arnold told of the 


today 


importance of science 
Mr 

Northwestern 
that 


in business Arnold, who is 


Na- 


one 


also president ot the 


tional Life, told his audience 


It] oblem that has so far defied so- 


1 pr 





0. J. ARNOLD 


President American Life Convention 


lution is the one of increasing life ex- 
age. Mr. Ar- 


nolds’ speech in part follows: 


pectancy beyond middle 


“I have spoken before of the harmoni- 
and understanding relations exist- 
ing between the various members of our 
official personnel. Nowhere has _ the 
growth of this understanding and har- 
mony been more noticeable or more 
beneficial than between the medical de- 
partment and the agency force. The 
antagonism and even open hostility, 
which in an earlier day often deprived 
a business relationship of the buoyant 
enthusiasm which it deserves and upon 
which sales success so largely depends, 
is now supplanted by mutual apprecia- 
tion and working fellowship. The tech- 
nical underwriting viewpoint and the 
sales underwriting viewpoint are con- 
verging to a common basis of practical 
co-operation, 

“There is every reason why the agency 
and medical departments should work 
together in the greatest harmony. They 
are both most truly the ‘service’ de- 
partments of the company—the agency, 
in the essential feature of acquisition on 
which all other service is predicated; 
and the medical, making the underwrit- 
ing profitable by conservative selection, 
and in offering an increasingly valuable 
service through health education and 
health promotion. 


ous 


New Problems to Solve 
“The new problems which you must 
are illustrated by the rapidly 
i) 


solve 


(CONTINUED ON PAGE 
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ALEXANDER E. PATTERSON 


The 








PENN MUTUAL LIFE 
INSURANCE COMPANY 


Agency 





of the 


OF PHILADELPHIA 


announces its removal 


Monday, May 7, 1928 


to larger and more 
commodious quarters 


in the new 


STATE BANK OF CHICAGO 


BUILDING 


La Salle and Monroe Streets 


Suite 1336 


Randolph 3090 


HERE AGENTS AND BROKERS 
WILL FIND EXCELLENT FACIL- 
ITIES PLUS SCRUPULOUS CARE 
IN THE HANDLING OF ALL TYPES 
OF LIFE INSURANCE PROBLEMS. 
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LIFE COMPANIES SHOULD 
AID. PUBLIC HEALTH WORK 


NEAL REVIEWS DEVELOPMENT 


Urges Fight on Quackery and Nostrums 
in Talk to Medical Section of 
American Life Convention 


The importance to life insurance of 
preventive medicine and more especially 
its application in the form of public 
health service, was emphasized by Dr. 
J. R. Neal, secretary and medical di- 
rector of the Abraham Lincoln Life, 
speaking before the Medical Section of 
the American Life Convention at its 
annual meeting in St. Louis this week. 
He outlined briefly the development of 
public health service in the various 
states and told something of the work 
that is being done along that line. He 
cited also the work done on this line 
by some life companies, notably the 
Metropolitan Life. He declared that 
while public health officials can handle 
general sanitary problems quite satis- 
factorily, they are practically helpless 
in dealing with medical quackery and 
the nostrum evil. 


Opportunity for Life Companies 


“If the medical profession attacks 
them,” he said, “the cry is ‘jealousy’ and 
‘persecution.’ The only other interested 
party is the underwriter. For insurance 
companies to take a sound, conservative 
position on a dollars and cents basis 
would appeal to the common sense with 
which many people are endowed. My 
thought is that life insurance companies 
might say very frankly to the 60,000,000 
policyholders in North America, that 
life underwriters frown upon quacks be- 
cause quackery destroys the economic 
usefulness of the policyholder and not 
because of any ‘uplift’ or conscience 
stricken altruistic motive; that life 
underwriters object to nostrums on the 
same grounds; that they favor periodic 
medical examinations because of a faith 
that these examinations will add 
premium paying years to policyholders 
that would increase the wealth of both 
the company and the individual. 

“Companies accepting group business 
have a splendid opportunity, it seems to 
me, for promoting preventive medical 
programs. Careful studies of experi- 
ences in similar industries would soon 
provide a sound basis for well-defined 
preventive and health promotional activ- 
ities. 

“Life insurance companies are in a 
peculiarly strategic position to throw 
their strength very effectively upon the 
side of science and progress, supporting 
official public health programs through 
popular sentiment, in a way that will 
result in less sickness, longer lives and 
economic gain.” 


Durham Again Heads Agents 


HOT SPRINGS, ARK., May 2.—]. 
Edward Durham of Philadelphia was 
elected president of the Penn Mutual 
Agency Association for the 25th con- 
secutive time at the 45th annual meeting 
of that organization, which opened here 
May 1, Other officers elected follows: 
Mortimer R. Miller, Rochester, N. Y., 
vice-president; Charles J. Iredell, Cincin- 
nati, second vice-president; Gaius W. 
Diggs, Richmond, Va., secretary; Wil- 
liam O. Ferguson, Los Angeles, assist- 
ant secretary; Clinton F. McCord, New- 
ark, treasurer. 


Travelers Adjusters Advanced 


Harold D. Watson, F. Murray Lyon 
and Francis W. Cavanaugh have been 
appointed assistant chief adjusters in 
the life, accident and group department 
of the Travelers, under Chief Adjuster 
David N. Case. Af! have been claim ex- 
aminers in the home office for several 
years and have had extended experi- 
ence in the handling and investigating 
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PLANS AIR JOURNEY TO 
STUDY AVIATION HAZARD 


TRAVEL 


WILL 6,000 MILES 


Dr. Hoffman, Consulting Statistician of 
the Prudential, Will Go on 
Extensive Trip 


NEW YORK, May 3.—Pioneering 
was not all for those of past generations 
and pioneers are even now constant! 
reaching out to new frontiers. Lite 
surance is today contributing a new pi 
neer and a most remarkable one, for |! 
is 63 vears of age and yet launching 
forth on a most unusual transcontinental 
voyage. Dr. Frederick L. Hoffman, c 
sulting statistician of the Prudential, 
now concluding arrangements for 
6,000 mile air journey to collect actual 
experience on aviation hazards and « 
deavor to develop some basic facts up 
which to base underwriting practice 
life and accident insurance and even | 
insurance on the craft itself. 

Fatality Record Lowered 


Convinced that aviation is constant] 
becoming safer and that it needs ins 
ance backing, he is desirous of develop 
ing a statistical background for it a1 
pave the way to stabilization. As for the 
actual mortality record, there was one 
fatality per 1,164 flying miles in 1921 and 
this was improved year by year, until 
it was one fatality per 4,380 flying miles 
in 1927. Convinced by these statistics 
and also by his personal observations 
on the 10,000 miles he has thus far flow 
that there are certain basic accident f 
tors, he is planning this new cruise, 
ferret out these factors. 

Dr. Hoffman will leave on the ex 
tended trip about June 1. His itinerary 
includes Chicago, San Francisco, Seattle, 
Spokane, Salt Lake City; Los Angeles, 
San Diego, Tucson, St. Louis, Cleveland, 
Pittsburgh and then back to New York. 
The inter-city flights will be on estab- 
lished commercial routes. The observa- 
tions gleaned from this trip will supple- 
ment his observations of 24 years and 
he hopes to then have sufficient material 
to make a real contribution to this new 
development. Not only will he study 1 
from an insurance angle, but from an 
economic and social standpoint, so that 
his final report will be a treatise on 
aviation in its many ramifications, giving 
insurance its proper relationship. 


1 


STATISTICS SHOW DEATHS 
DUE TO CASUALTIES IN PAST 


MILWAUKEE, WIS., May 3.—The 
Northwestern Mutual Life has compiled 
a list of deaths due to casualties of all 
kinds in five-year periods from 1912 to 
1926 inclusive and for 1927. In the first 
five-year period from 1912 to 1916 in- 
clusive, deaths due to casualties were 
6.7 percent of the total deaths of all 
causes; in the period from 1917 to 192! 
the percentage dropped to 6.1 percent: 
in 1922 to 1926 the percentage was 7.25, 
and in 1927 the percentage was 7.26. 

Deaths from automobile accident 
were 16.3 percent to all casualties from 
1912 to 1916; 19.7 percent from 1917 to 
1921; 24.05 percent from 1922 to 1925; 
and 23.3 percent in 1927. 

Since the organization of the c>m- 
pany the casualties have been 7.19 per- 
cent of all deaths, proving that casualties 
as a whole to total deaths have stayed 
at a level percentage as far as total 
deaths are concerned. 
Despite the increase in deaths from 
automobile accidents of all forms other 
types of casualties have decreased, and 
the percentage of casualties to total 
deaths remain the same. 1S 
Cancer, apoplexy, softening of the 
brain and organic heart disease each 
contributes a larger percentage of the 
total deaths than result from casualties, 





of claims. 
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Abner Thorp, Jr. 
Editor, Diamond Life Bulletins 


These Men Are Making a Drive 
—to help Life Agents write more business 





J. M. Dempsey 0. E. Schwartz 


During May the salesmen of The National Underwriter Company are making a spe- 
cial drive to secure new subscribers to the Diamond Life Bulletins. They are staging a 
contest among themselves to see who can produce the most new business. During this 
month they will visit practically every part of the country making a special effort to get 
new subscribers started. 


Every life insurance man wherever he may be located can well afford to listen to what 
these National Underwriter salesmen have to say regarding the Diamond Life Bulletins 
Service. They know what they are talking about. They are familiar with the life in- 
surance business and understand how policies are sold. They know just how and why the 
Diamond Life Bulletins helps the soliciting agent to produce more business. They are able 
to exhibit testimonial letters from life insurance men everywhere praising the Diamond 
Life Bulletins and telling how some phase of the Service has helped them to increase 
their income. 





R. W. Landstrom 


In effect, what these National Underwriter salesmen have to 
sell is simply a Service that helps life insurance men to produce 
more business than they are able to get without the help of the 
Diamond Life Bulletins. The details are too long to record here. 
Let one of the National Underwriter salesmen tell you about it. 
Give whichever one of these men happens to call upon you a good 
reception. Listen to what he has to say. The interview will be 
anything but a waste of time and we are very cerain that you will 
be interested. 





W. A. Scanlon F. W. Bland 


William Carlson 


THE, NATIONAL UNDERWRITER COMPANY 


5 W. JACKSON BLVD., CHICAGO, ILL. 420 E. 4th ST., CINCINNATI, OHIO 
Branch Offices: 
ATLANTA, GA. DES MOINES, IA. DETROIT, MICH. NEW YORK, N. Y. SAN FRANCISCO, CALIF. 


1517 Fourth Nat’l Bank Bldg. 313 Iowa Nat'l Bank Bidg. 848 Book Building 80 Maiden Lane 105 Montgomery St. 
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ELCOME 


TO 
JOHNSON AND HIGGINS 


and their new life insurance de- 
partment acting as general agents 
of the Home Life of New York. 
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TO 
GERALD A. EUBANK, 


general manager of the new life 
department and 


1H 


— 


TO 
EDWARD H. DOOLING, 


manager of the life department 
in Chicago, we extend a hearty 
welcome and our best wishes. 
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John J. Gordon, Manager 


| HOME LIFE 


i INSURANCE CO. 
4 of New York 
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Now Located at 


1345 State Bank Bldg. 


120 South La Salle Street, Chicago 
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UNDERWRITER 


AGENTS SHOULD KNOW 
ABOUT UNDERWRITING 


RESEARCH BUREAU ADVOCATED 


Chief Underwriter Taylor of the North- 
western National Life Speaks to 
Medical Directors 


ST. LOUIS, May 3.—In a discussion 
before the Medical Section of the Amer- 
ican Life Convention meeting here to- 
day, James Q. Taylor, chief underwriter 
of the Northweste rn National Life, urged 
the education of the agency force in 
sound underwriting principles. Mr. Tay- 
lor also suggested that medical directors 
keep in closer contact with examiners 
in the field and maintain a more friendly 
relationship. He also suggested the or- 
ganizing of an examiners’ research bu- 
reau. Mr. Taylor’s speech in part fol- 
lows: 

“None of the plans of a life insurance 
company designed to reduce and solve 
the problems of management would be 
complete that did not include problems 
arising externally as well as those within 
the home office organization. In that 
connection it seems to me that there is 
no feature of the training program 
which is of greater importance or offers 
more far-reaching possibilities than the 
development among the agency force 
of sound underwriting knowledge as a 
part of their equipment as life under- 
writers, and infusing them with a feel- 
ing of real responsibility as the original 
selectors of the company’s business. The 
accomplishment of this ideal will pro- 
duce greater efficiency in the agent and 
at the same time reduce through a com- 
mon understanding of principles many 
of the causes for friction, criticism, and 
complaint, with which, unfortunately, we 
have so often to contend. 


Offers Unusual Opportunity 


“So-called non-medical insurance 
offers the underwriting and medical de- 
partments an unusual opportunity in 
the way of increasing the scope of the 
agents’ knowledge of significant im- 
pairments, and by developing a higher 
sense of obligation and responsibility as 
‘first line’ underwriters, bringing about 
a much appreciated feeling of partner- 
ship between the medical department 
and the field. Nothing is so self-satisfy- 
ing as a well-deserved trust, and as 
nothing is more undermining to one’s 
loyalty and honesty than a feeling of 
distrust, it seems almost fundamental as 
part of the program of selection that 
this feeling of partnership association 
should be encouraged and emphasized 
at every opportunity. 


Informal Meetings Instructive 


“Informal weekly meetings of lay 
underwriters, medical directors, repre- 
sentatives of claim department and spe- 
cial correspondents, at which particularly 
interesting regular and reinsurance appli- 
cations, together with out-or-the-ordinary 
regular and reinsurance applications and 
unusual death and disability claims are 
analyzed and discussed, should prove in- 
structive and serve as one of the most 
valuable features in the training of those 
entrusted with responsibility in the 
handlit.g of such business. Frequently 
cases will arise where it is evident that 
more careful, thorough, and intelligent 
investigation should have been made, or 
—perhaps more frequently—where some 
minor technicality of the company’s 
rules has been allowed to stand in the 
way of the prompt approval of an ap- 
plication or caused some requirement 
to be filled which might have been 
waived and saved much annoyance to 
prospect and agent. And these meetings 
afford excellent opportunities for the 
executive in control to get the proper 
viewpoint over to his assistants with 
good effect. Meetings of this kind also 
serve to keep the department head in 
closer touch with the details of his de- 
partment and gives him a better oppor- 
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TAGGART SCANS LEGALITY | 
OF SPECIFIC INDEMNITY) 














GROUP ACCIDENT AFFECTED | 
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e 4 
Payroli Plan, Under Which Percentag: |” 
of Wage Is Paid, Receives ; 
Official Approval 
LA. 
Insurance Commissioner Taggart 
Pennsylvania has asked the attorne 
general for a ruling on the legality . Pers 
disability companies’ writing group ac- . 
cident insurance on the specific in. 
demnity basis. He has taken a star 
that whereas it is all right for companies 
to write group accident on the payroll 
plan, with the assured getting a certair es 
vercentage of his salary in case of dis 
ability, it is illegal for companies 1 sene 
write the business on a fixed indemnit mov 
basis, with the employe receiving a cer i 
tain fixed sum each week. ant 
It is known that he has disapprove “I 
one policy of ‘this sort recently. Hov- ingl 
ever, he does not want to make an that 
ruling before the attorney general rules ; 
on the legality of the matter. The con- sion 
pany in question is also waiting for tl the 
attorney general to make his ruling. age 
— — situ 
ber, 
tunity to gauge the character and qualit) a vi 
of those for whose work he must feate 
be responsible. The effect is particv- 351 
larly broadening in its influence upon ad« 
the lay underwriter. To retain interest men 
these meetings would best be held regu- wan 
larly, and never without some plan or Ath 
preparation. 1.04: 
Likened to Supreme Court ‘Ye: 
“nt % important, it seems to me, to 
always bear in mind the fact that the | 
home office is in an analogous sense Leg 
the supreme court of the underwriting stuc 
system, and that without relinquishing of t 
its prerogative of independence, either ture 
in thought or in action, it should ever regt 
recognize the fact that its decisions are say, 
more the endorsement or disapproval of bor 
the judgments and recommendations of duc 
the lower court, represented by its sucl 
examiners and field representatives— Ohi 
than they are the approval or denial hav 
of the petitions of the applicants them- on 
selves, and that the home office is re- “ 
sponsible for their selection and the 
training. Perhaps fortunately for the Leg 
development of the life insurance busi- te 
ness, the medical department is_ not ton 
responsible for the selection of the Eas 
agent, but it is directly and solely re- 
sponsible for the appointment of the 
examiner. And I would say—speaking 
entirely from my own personal obser- heer 
vation and experience, which I con- app’ 
fess is limited in comparison with the yea 
majority of those present—that there 1s tor 
too little intimate contact, too matter lic i 
of-fact and formal a relationship, too this 
little understanding of common prob- Am 
lems, between medical directors and field lati 
examiners. And I earnestly believe, with out: 
all due respect to my audience, that E. 
many opportunities to improve that cial 
relationship have been neglected. Per- ture 
sonal letters expressing appreciation ©! of t 
particularly careful and thorough ex lhe 
aminations; the adoption of birthday sues 
cards with an appropriate greeting, suc! tha 
as are used by many companies ane wat 
general agents to cultivate the good wil 
of policyholders; reprints of articles 
dealing with insurance medicine, statis- | 
tical data, public health and hygiene! cate 
resumés of interesting cases and death able 
claims which have some lesson to teach ar 
suggestions as to the examiner's att: suc 
tude and relationship towards agents an d oth 
applicants—such things as these at isla 
simple and inexpensive ways to draw Is 
the examiner a little closer to the home me} 
office and of developing his interest = 45 
education along lines that wil! pay t* It | 
comnanv handsome dividends on a ver arti 
small investment. = Slor 
“Along broader lines it does not sec wh 
amiss to suggest the unlimited possibill 





ties through concerted action. 
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WARNING IS ISSUED 
ON OLD AGE SYSTEM 





Movement Revived to Stir Up 
Sentiment for Payment of 


Pensions 





LABOR PEOPLE BACK IT 





Persistent Effort is Made to Get Public 
Favor for This Paternal 





Project 
The Ohio Chamber of Commerce 
sends out a warning bulletin on the 


movement to back an old age pension 


law. It says: 
“Information is gleaned from seem- 
ingly reliable sources which indicates 


that plans are being laid for the submis- 
sion of a measure to the next session of 
the Ohio legislature, providing for old 
age This appears to be the 
situation despite the fact that in Novem- 
ber, 1923, such a proposal, submitted to 
a vote of the people of Ohio, was de- 
feated by the overwhelming vote of 777,- 
351 to 390,599. At that time, the voters 
of only two counties favored the enact- 
ment of an old age pension law. They 
were Athens and Lawrence counties. 
\thens county voted ‘Yes,’ 4,070; ‘No,’ 
1,043, while Lawrence county voted 
‘Yes,’ 2,845; ‘No,’ 


Conducting a Study 


pensions. 


on 
wy Jit. 


“The American Association for Labor 
Legislation is this year conducting a 
study of this general subject ‘in advance 
of the meeting of the 42 state legisla- 
tures and Congress, which will be in 
regular session in 1929.’ Needless to 
say, the American Association for La- 
bor Legislation will, beyond doubt, ad- 
duce such findings as will seem to favor 
such enactment. It is understood that 
Ohio is one of the states in which steps 
have been taken looking to the introduc- 
tion of such a measure at the next ses- 
sion of the legislature. It is said that 
the American Association for Labor 
Legislation in this movement has the 
cooperation of various labor organiza- 
tions, plus the Fraternal Order of 
Eagles. 


Official Study Made 


“The organizations mentioned have 
been instrumental in having set up an 
appropriation by New York of $5,000, 
yearly, covering the past several years, 
tor the study of aged dependents in pub- 
lic institutions. There is not included in 


this study, however, according to the 
\merican Association for Labor Legis- 
lation, any study of aged dependents 


outside of institutions. Governor Alfred 
E. Smith of New York has sent a spe- 
cial message to the New York legisla- 
ture urging that there be an official study 
of the situation of non-institutional poor. 
lhe National Civic Federation has 
sued a statement in which it indicates 
that this entire movement ‘will bear 
watching.’ 


is- 


Would Have Age Limit 


“An indication that even if the advo- 
cates of old age pensions were to be 
able to get their measure through the 
various states, they would not stop with 
Such acc complishment, is found in an- 
other item in the American Labor Leg- 
islation Review, which states that there 
'S an increasing tendency to discard 
men when they have attained the age of 
45 years, for certain active labor work. 
It has been proposed, it is stated in the 
article, that the proposed old age pen- 
sion would take care of aged dependents 
When they have reached the age of 65 or 
(CONTINUED ON PAGE 32) 





CLARIS ADAMS ADDRESSES 
ILLINOIS ASSOCIATION 


DE LONG ELECTED PRESIDENT 


R. W. Stevens and Emmet C. May on 
Program of Annual Meeting 


at Peoria 


The third annual meeting of the Illi- 
Association of Life Underwriters 
was held in Peoria April 28, and brought 
out the largest attendance of any similar 
meeting ever held. The ballroom of the 
Pere Marquette hotel was taxed to Ca- 
pacity, about 540 being present. Every 
one of the 12 member associations 
throughout the state was represented. 
The retiring president, Darby A. Day, 
acted as toastmaster, and complimented 
Ralph C. Lowes, president of the Peoria 
association, for his fine handling of local 
arrangements. Among the guests 
honor were Mayor Mueller and a num- 


nois 


ot 





BRLOLNE EPO SAS ABE 
Cc. H. 
President Elect, 


DE LONG 

Illinois Association 
ber of officials from home offices in 
Illinois. 

In his address of welcome Senator 
John Dailey paid a great tribute to the 
life underwriter an important factor 
in building a greater civilization. “No 
group of men is rende ring greater serv- 
ice to humanity than you who are con- 
stantly striving to better the social and 
economic conditions of others. Life in- 
surance in its activities and methods is 
unspoilecl and above. reproach; it 
clean. Let me leave this thought with 
you. He serves God best who serves 
man most.” 

In introducing R. W. Stevens, pres- 
ident of the Illinois Life, Emmet C. 
May, president of the Peoria Life, said 
that the large attendance showed the in- 
terest that insurance men throughout II- 
linois are taking in the betterment 
their business. He sketched the great 
growth of life insurance during the past 
20 years, and said it showed what 
coming in the future. 

Applies Itself to Conditions 


“Life insurance,” Mr. May said, “offers 
no panacea, but it applies itself to con- 
ditions just as it finds them and tries 
to make humanity better.” 

Following a short talk by Mr. Stevens, 
the principal! address was delivered by 
Claris Adams of St. Louis, secretary 
and general counsel of the American Life 
Convention. He stated that more life 
insurance is being sold every year than 
the whole amount in force 20 years ago, 
and that the amount outstanding is be- 
ing doubled every decade. Of the 13 


as 


is 


ot 


is 
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EDITION 


PLANS ARE COMPLETED 
FOR CHICAGO SCHOOL 


ROCKWELL IS IN CHARGE 


Life Insurance Training Course Will Be 
Given During the Coming Summer 
for Students 


Many life agents in the Chicago area 
who have not had an opportunity to en- 
roll in the Rockwell Life Insurance 
School will be interested to know that 
another term will be held in Chicago 
June 18 to Aug. 15 under the auspices 
of the Chicago Association of Life Un- 
derwriters. 

Dr. Rockwell has just completed the 
Houston, Tex., term and will go from 
there to Cleveland, where a mid-spring 
term is held. Dr. Rockwell needs no in- 
troduction to the life insurance profes- 
sion as he has long been associated with 
the training of life insurance salesmen. 
For a number of years he directed the 
Carnegie Tech and University of Pitts- 
burgh life insurance and only 
relinquished this work in order to con- 
duct the field schools. He is the editor 
of the “Insurance Salesman.” 

Since only the morning hours are de- 
voted to class room instruction the 
agents enrolled in this school will have 
an opportunity to maintain their pres- 
ent working schedule with but little in- 
terference. 


sche 0ls 


Many of Chicago's most successful 
life underwriters are graduates of the 
Rockwell course. Since the size of the 


summer class is limited agents desiring 
information about enrolling should com- 


municate at once with Clinton F. Cris- 
well, managing director Chicago Asso- 
ciation of Life Underwriters, 327 South 
La Salle street, Chicago. 
Goes to . Home Office 

John Hyatt Downing, formerly with 
the W. W. Klingman agency of the 
Equitable Life of New York in St. 
Paul, has been called to the home 
office, to assist W. H. Glines in the 
salary savings department. This depart- 


ment has grown rapidly in recent months 
and this addition to the service facilities 
at the home office was found necessary. 
The Equitable has written $10,000,000 
under the salary savings plan on Bell 
Telephone employes alone during the 
past year. 


billion dollar businesses 
three are life insurance 
the other 250 life 
just as safe for the 


in the country, 
companies. Yet, 
companies have proven 
buyer. “Not a dol- 
lar has been lost by policyholders in a 
legal reserve life insurance company 
within the memory of any living man. 
This has resulted in the development of 


greater confidence in life insurance than 
any other business in the world. Every 
year people put $2,000,000,000 in the 
hands of life insurance agents. What 
a tribute to the integrity of the institu- 
tion! 

‘The peddler of policies does not suc- 
ceed today. It is the trained under- 
writer who can cut his cloth to fit the 


user’s needs and make it wear through- 


mut his life.” 

New officers were elected at the busi- 
ness session, for delegates only, which 
preceded the large public meeting. They 
are: President C. H. DeLong, Cham- 
paign, Ill, manager Peoria Life and 
formerly vice-president of the state or- 
ganization; first vice-president, Ralph 
Lowes of Peoria, state manager of the 
Lincoln National and president of the 


Peoria association; second vice-president, 
Herbert Hendricks of Decatur, agency 
manager, Equitable Life of Iowa and 
National committeeman for the Decatur 
association. Clinton F. Criswell, man- 
aging director of the Chicago associa- 
tion, was reelected secretary-treasurer. 
Bloomington was selected as the place 
of next annual meeting. 








LOST CONTACTS MEAN 
LOSS OF BUSINESS 


Agents Who Fail to Follow Policy- 
holders Injure Themselves 
and Their Clients 


SALES SPEECH IS LAUDED 


Mrs. Eleanor Y. Skillin, Chicago Pro- 
ducer, Makes Important Point 
in Address 


Chicago general agents of life 
commenting this 
the address Mrs. 
Skillin of the Bokum & Dingle general 
agency the Mutual 
Life at recent life sales congress in 
Chicago, Mrs, Skillin’s point that 
the agent does himself an injury when 


T hree 


companies, week on 


made by Eleanor Y. 


of Massachusetts 


the 
said 


he does not keep in touch with policy- 
holders was one of the most apt sales 
arguments presented to those who at- 
tended the meeting. Few people of any 
means buy only one policy and then 
buy no more. Nor do most buyers of 
life insurance start with large policies. 
It is usual that a man buys a small pol- 
icy when he begins his business or pro- 
fessional career and adds to his life 


in- 
surance estate as he climbs the ladder 
of financial success. 
Policy Analysis Points Argument 
One general agent, to italicise his 


statement that even today the majority 
of life agents are lax about following 
through an initial sale, produced a pol- 
icy analysis he had made for a prospect 
some time in the last 10 days. The 
prospect had 17 policies. The largest 
was for $6,000. Most of the 17 were for 


less than $3,000. The prospect was 48 
and had bought his first policy when 
he was 25. The 17 policies were sold 
by 17 agents, none of whom was even 


an acquaintance of the policyholder at 
the time he made the sale. The policy 
analysis revealed that none of the 17 
agents had sold coverage for a definite 
need expressed by the policyholder. 
Each had merely sold a policy and had 
passed on, forgetting the policyholder 
and leaving the field of the policyhold- 
er's future open for the next agent 
along. 
Agent, 


The second general agent, following 
up on a small policy sold in his company 
by some agent operating 30 years before 
the general agent even made his present 
connection, found the policyholder to 
have $180,000 of coverage scattered over 
a dozen companies. The policyholder 
told the general agent that recently in 
going over his policies he had decided 
in his own mind that he preferred the 
contract of the company represented by 
the general agent to all his other con- 
tracts 3ut he had only the one small 
policy in that company. 

The seller of that first small policy, 
or some other representative of the 
same company in which the policy was 
placed, could have had at least a sub- 
stantial share of the $180,000 of protec- 
tion the policyholder now carries had 
the proper follow-up methods been used. 
But the general agent of the company 
states that even today new men, al- 
though they are given a clear field on 
policvholders in the company represent- 
ing several hundred thousand dollars of 
business for each man, are slow to har- 
row the field, which already has been 
ploughed. 

“Tf IT find that an agent working out 
of this office fails to make regular con- 
tacts with his policyholders,” the third 

(CONTINUED ON PAGE 12) 


Company Lost Thousands 
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From an Agents stand- 
ci point a good financial 
= = statement is an excel- 
lent guide to the profit- 
ableness of representa- 
tion—look this one over. 





























TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and _ Stocks Legal Reserve, Life 
a” $ 9,831,749.82 Insurance Policies. .$10,973,342.00 

Principally Govern American Experience 
ment, State, County, ; 3%%, Standard and 
and Municipal Bonds 5 -_.-— my . 

ega eserve, Dis- 

Real Mate cane” 7.596973.48 ability Policies .... _ 202,030.37 
Loans based on 310% sialon Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value GOMES cccccces " sae 1,000,000.00 

Cash in Banks and Gross Premiums Pai 

CE -dacddanwuses 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 
Real Estate Owned.. 834,606.46 not Due ......+++- 331,905.36 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and Mainly a Savings Fund 
EE chatiectdevein 114,625.00 Policy yi eo 

Net Unpaid and De- ad Adjustment ... 17988235 
ferred Premiums .. 457,975.03 a1 Other Items...... 41,770.42 

Policy Loans ........ 283,626.19 Liabilities Other Than 

Interest Accrued and Capital and Surplus 16,408,612.95 
OS eee 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 ° Total Liabilities ..$20,278,473.28 

Total Claims Paid 28 Years Ending December 31, 1927...--- $ 57,976,110.40 

Total Life Insurance in force December 31, 1927.+++++++++++ 235,583,186.00 

COLORADO ILLINOIS————IN DIANA— 10WA-—————-KANSAS———_—-KENTUCKY ——MICHIGAN — MINNESOTA 








‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


> 
Oo. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
OREGON ———— PENNSYLVANIA————-TENNESSEE———— VIRGINIA WASHINGTON ————-WEST VIRGINIA 


VUISVUdAN———1eaNOSsiv 
























George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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|W. J. Williams to 
Be Honored on His 
70th Anniversary 


W. J. Williams, the veteran president 
of the Western & Southern Life of Cin- 
cinnati, will be honored on May 12 by 
a dinner given by his brother, Vice- 
President Charles F. Williams, at the 
Queen City 
Club, cele- 
brating his 
70th birthday 
anniver- 
sary. Mr. 
Williams is 
one of the 
ablest life in- 
surance exec- 
utives in the 
country and 
it has been 
under his 
careful and 
farseeing 
guidance that 
the Western 





& Southern W. J. WILLIAMS 
has been built 
up to its present large proportions. The 


company now stands fourth in size 
among those writing industrial, besides 
which it has a large ordinary business in 
force. 

Had Admirable Training 


Mr. Williams’ training as an insur- 
ance executive has been exceptional. 
Starting as a young man in the old 
Knights Templar & Masonic Mutual 
Aid of Cincinnati, still in existence, he 
soon transferred his connections to the 
Western & Southern, of which he be- 
came secretary. Through the long years 
of that company’s development he has 
been its guiding spirit. In its earlier 
years it suffered many vicissitudes, 
especially during the period when Dr 
Frank Caldwell was president. 


Williams Brothers in Control 


Eventually the Messrs. Williams 
bought out the Caldwell interest, and 
since they have been in complete control 
the company has gone forward steadily 
and consistently under a sound manage- 
ment policy. They have built up a home 
office organization second to none and 
in the field, with the result that it is now 
one of the soundest financial institutions 
of the middle west. 

Most friends of Mr. Williams will be 
surprised to learn that he has reached 
his 70th year, as not only his looks but 
his youthful spirit belie his age. Ver) 
few executives have been as fortunate 
as Mr. Williams in enlisting the loyalty 
and love of his entire organization, which 
are richly deserved. 


Pan-American Has Big Month 


Since the organization of the Pan- 
American Life, the month of March 
has been designated “President's 
Month” and all business is written in 
honor of Crawford H. Ellis. The re- 
sults for March, 1928, have been ex- 
tremely gratifying. Over 400 personal 
producers contributed to a total of $8,- 
500,000. The Green Campbell Con- 
pany, associated with the Lightfoot 
agency of Los Angeles, led the field or- 
ganization. J. W. McCrary of the New 
Orleans agency ranked second, and L. 
A. Goodman, general agent at El Paso, 
was third. The prizes for this contest 
are awarded on a paid-for basis and 
therefore the prize winners cannot be 
announced at this time. 


Farmers National Conference 


The Farmers National Life announces 
that its annual agency meeting will be 
held in Chicago, Feb. 6-8, 1929. Dr. © 
J. Rockwell, editor of the “Insurance 
Salesman” and head of the Rockwell 
life insurance school, will be the ma!” 
factor in the conference. 
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ORDERS RETURN OF FUNDS 
OF GLOBE LIFE TO W. O. W. 


ACTION DECLARED ILLEGAL 


Fraser and Associates Must Pay Back 
$2,000,000 Used in Organizing 
New Company 


LINCOLN, NEB., May 3.—District 
Iudge Fred Shepherd on Monday de- 
clared illegal the action of W. A. Fra- 
ser, sovereign commander of the Wood- 
men of the World, and others, in using 
<2.000,000 of Woodmen of the World 
:unds to organize the Globe Life. Judge 
Shepherd held in favor of the plaintiffs, 
\V. B. Price and others, who sought to 
have the funds returned to the Wood- 
men organization. 

The decree of Judge Shepherd was 
tentative and following its reading a con- 
ference was held by the interested attor- 
The form of the decree will be 


neys. 
soon as details have been ar- 


filed 


ranged. 


as 


$4,000,000 Appeal Bond 


\ccording to the tentative ruling, the 
\Voodmen officers are ordered to take 
Lack the $2,000,000 used in the organ- 
iving of the Globe Life, an old line life 
company to be operated in connection 
with the fraternal. The figure, how- 
ever, is expected to be modified so as 
to allow for stock sold by the Woodmen 
and paid for. The appeal bond was set 

$4,000,000, the defense attorneys en- 
tcring an immediate protest. ; 

lf the plaintiffs desire, a finding of 


fraud will be included in the decree, 
Judge Shepherd said. He said there 
was no doubt but that the officers of 


the company knew that in establishing 
the Globe there actually would be harm- 
ful rather than friendly competition. 


Will Appeal Case 


Inasmuch as the Woodmen had al- 
ready ordered a bill of exception it was 
considered certain Monday that the de- 
iense will appeal. Mr. Fraser said that 
the case would be appealed to the su- 
preme court when notified of the decision 
of Judge Shepherd. “Because of the 
importance of the decision we will ask 
that the case be advanced on the docket,” 
he said. Mr. Fraser stated that he and 
legal representatives of the Woodmen 
lave not seen the decision. He added, 
however: “It seems strange to me that 
where the laws of Nebraska do not pro- 
hibit such transactions and the Woodmen 
of the World has all its reserves in- 
tact, with a surplus of more than $11,- 
000,000 and a general fund of more 
than $4,000,000, the men owning that 
money would not have the right to do 
anything with the money they pleased 
so long as it is, in their judgment, bene- 
heial to their organization.” 


Directed by Sovereign Camp 


Mr. Fraser said the decision he 
hoped, “only a temporary setback to 
what I anticipated would be in the very 
near future Nebraska’s largest life in- 
surance company.” 

“There is no question in my mind 
that we will win ultimately,” said D. E. 
Bradshaw, general attorney of the 
Woodmen. “I am sure we were within 
our legal rights and feel confident that 
the supreme court will uphold our con- 
tention.” 


is, 


“Mr. Fraser did exactly what the 
sovereign camp directed him to do,” 
Mr. Bradshaw continued. “The sov- 


ereign camp directed the organization 
ol the new life insurance company, and 
made the appropriation for it.” 


B. F. Hadley Seriously Ill 


B. F. Hadley, vice-president and secre- 
‘ary of the Equitable Life of Iowa, is 
seriously ill at his home with pneu- 
monia., 
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“4 BLUFF WAS CALLED 


Calling his bluff, W. A. Pollen of the 
Union Central Life in New York wrote 
a policy on a “columnist” in New York, 
to protect the latter’s own good name. 
Russell Crouse, editor of “Left at the 
Post” in the New York “Evening Post,” 
had the temerity recently to bring into 
his column a discussion of life insur- 
ance prospecting. He quoted the sta- 
tistics on the value of an interview, as 
given out by Vincent B. Coffin, director 
of the life insurance course at New 
York University, and then said that he 
now knew how to deal with insurance 
agents. Mr. Coffin had said that every 
call was worth $7 and every interview 
worth $11. Thus Mr. Crouse said that 
in the future he would expect any in- 
surance man calling on him to send in 
$3.50 or half the profits, with his card. 
If an interview was granted the agent 
would first have to send in $2 ad- 
ditional. He said he had visions of 
being able to establish a country place, 
buy a yacht, wear diamond garters and 
eat all the rhubarb pie he wanted, within 
a vear. 

Two days later Mr. Crouse an- 
nounced to his column readers that Mr 
Pollen had sent him a check for $5.50 
in accordance with the suggestion made. 
Mr. Crouse said “our first impulse was 
to donate the $5.50 to the Moran-and- 
Mack - for - President campaign fund. 
Then we realized that $5.50 Scotch 
might jeopardize the lives of the candi- 
dates. Now all we can do is invite Mr. 
Pollen to call and interview, with these 





| ing will be May 


conditions: that he bring with him a | 
policy, ready for signature, the first 
year’s payments on which total $5.50. 


And that he confine his interview to 
this policy.” : ; 
Just five days later, Mr. Crouse briefly 


confessed in this self-same column -that 


he is now worth more dead than alive. | 


Mr. Pollen had called his bluff and 
made a sale—though Mr. Crouse did 
not say for what amount. This, how- 


ever, is a new form of prospecting and 


shows Mr. Pollen aggressively alert for | 


all possibilities. — 


IS PROMINENT FICTIONEER 

Frank J. Price, Jr., assistant publicity 
manager of the Prudential, is rapidly be- 
coming a prolific short-story writer and 
the product of his pen is finding an in- 
creasing demand. Mr. Price first entered 
this field about a year ago and last year 
at least 30 stories came out under his 
name. This year he has already had 
many published and many more are in 
the making. In addition, he is extend- 
ing his efforts into the field of longer 
fiction, a novelette being on schedule 
for publication in the future. Mr. Price’s 
first contributions were along the line 
of detective stories, being based on life 
insurance claim investigations and the 
experiences of a coast guard operator. 
He has written some sports stories and 
also some war stories. After 14 years 
in newspaper work, he has a broad back- 
ground from which he draws material. 
His newspaper work carried him to 
Chicago, Washington, Philadelphia and 
New York. He was assistant city edi- 
tor of the New York “Herald-Tribune” 
when he went with the Prudential as 
publicity man. Mr. Price also went to 
Russia in 1922 with the investigation 
group of the American Legion and the 
relief workers. 

*x * 

DEVELOPING NEWARK AGENCY 

Thomas M. Searles, general agent for 
the Aetna Life at Newark, N. J., is rap- 
idly building one of the outstanding 
general agencies of his city. He became 
general agent two years ago, going there 
from Buffalo, and last year increased 
the Newark business sixty-five percent 
over the previous year. This year the 


total is increasing and the April busi- 
ness was almost twice that of ‘April, 
1927. Mr. Searles is developing an effi- 


| 





AS SEEN FROM NEW YORK 


By C. C, NASH, JR 





ciency in his organization which is ac- 
countable for the increase. He has 
greatly cut down the personnel and yet 
has greatly increased his business. When 
he took on the agency there were 450 
men signed up with it, and he has al- 
ready weeded out two-thirds of these. 
He is developing a full time organiza- 
tion of expert life underwriters and con- 
centrating on a comprehensiye training 
program. This agency has already 
stepped into the lead over all Newark 


offices with the exception of the two | 


home office general agencies. 

z x x 

TO HAVE LADIES NIGHT 
James A. Fulton, vice-president of the 
Home Life of New York, will be the 
speaker before the May meeting of the 
New York Association of Life Under- 
writers. This will be “ladies night” and 
it may possibly be that Peter M. Fraser, 
president, and Fred McKenzie, secre- 
tary of the association, had this in mind 





|} agent 


in selecting this amiable bachelor for 
this occasion, but whether or no, the 
selection is most auspicious, for Mr. | 


Fulton is one of the outstanding agency | 


officers of the country and is making a 


remarkable record in this field with the | 


Home Life, as he did with the Continen- 
tal American of Baltimore. His subject 
will be “Selling Life Insurance or Talk- 
ing Life Insurance.” Dr. John L. Davis, 


noted throughout the country for his 
sermons, will also speak, taking as his | 
topic, “Echoes of Life.” Mr. Fraser 
has also secured New York’s premier 


male quartet for the occasion. The meet- 
8 at the Hotel Astor 
+ 7 * 


HAVE AGENCY OUTING 


Over 50 of those connected with the 
Johnson & Collins agency of the Trav- 
elers in New York journeyed to Atlan- 
tic City last week for a two-day outing 
and conference, spending Thursday and 
Friday at the Traymore Hotel. 


TRAINING WORK PAYS 


Often direct returns are not apparent 
from agency training efforts and agency 
leaders have to continue on the assump- 
tion of intangible benefits, but Beers & 
DeLong, New York general agents for 
the Mutual Benefit Life, are finding a 
very direct return from their work, in- 
stituted the first of the year. Mr. Beers 
has launched a series of sales schools 
for new men and also open to the old 
men. Two of these have already been 
held, one in the downtown office and 
one uptown, and another is now under 
way, starting downtown May 1, From 
six to a dozen men attend these agency 
schools and, after the course, the weed- 
ing out process permits those qualified 
to join the agency force. Perhaps it 
may not be evidence of this work, but 
the April paid business in this agency 
was $3,100,000, which was just about a 
5@ percent gain over April of last year. 
Though that be the result of general 
conditions, it cannot be denied that some 
of the personal results of the new men 
are directly the result of this training. 
One oi the new men completed the 
course and took up the rate book, writ- 
ing a $100,000 case in his first week. 
Another finished the course and in the 
first three weeks with a rate book, paid 
for $125,000. This is evidence that the 
training program has paid dividends in 
this office. 

% * * 
SET EXAMINATION DATE 

Arthur M. Spaulding, chairman of the 
registration committee of the American 
College of Life Underwriters, has an- 
nounced that the first examination for 
the C, L. U. degree will be held in New 
York June 21-23. Applicants must file 
their papers and the $50 fee on or before 
May 15. In a notice to New York life 
underwriters in the May issue of the 
“Bulletin” of the New York Associa- 





DENNISTON LEAVING 
HOME OFFICE POSITION 


FOR GENERAL AGENCY WORK 


Has Long Been Head of the Educational 
Department at the Travelers 
Home Office 


L. N. Denniston, for more than 25 
years head of the training school of the 
lravelers, is leaving the home office staff 
to become district agent of the Travel- 
ers companies in West Hartford, in 
partnership with his son, Edwin M. 
Denniston, under the firm name of Den- 
niston & Son. 

Mr. Denniston entered the employ of 
the Travelers as a home office special 
Aug. 15, 1902. In this capacity 
he began his work preparatory to in- 
structing men for field supervisory work 
for the Travelers, establishing the first 
insurance training school. At that time 
only two other corporations, the Bur- 
roughs Adding Machine Company and 
the National Cash Register, had schools 
tor salesmen. Since then many cor- 
porations in many lines of business have 
established similar schools. 


Acted as Hartford Manager 


rom November, 1903, to May, 1905, 
Mr. Denniston carried on the instruction 
work and also served as acting manager 
of the Hartford branch office with su- 
pervision over Connecticut and 
ern Massachusetts. 

As the demand for trained field men 
grew with the expansion program of the 
lravelers, he gave up his branch office 
inanagerial duties and devoted all of his 
time to instruction work, developing 
courses in life, accident and casualty in- 
surance lines. In November, 1918, he 
was promoted from agency instructor to 
the superintendency of the department 
of instruction and training, In addition 
he has been charged with some under- 
writing and publicity duties. In connec- 
tion with the work he was one of the 
founders of the Insurance Institute of 
America and is now chairman of that 
organization’s committee on education. 


west- 


More Men Have Been Trained 


Under Mr. Denniston’s direction 
nearly all of the life and casualty branch 
ofhce managers at present in the em- 
ploy of the Travelers and their assist- 
ants received their home office training. 

Edwin M. Denniston has had seven 
years’ experience with the Travelers in 
various branch offices as a clerk, an as- 
sistant cashier and as a field service rep- 
resentative of the group department. He 
is at present servicing six branch offices 
with headquarters at St. Louis and will 
give up his duties there to become an 
active member of the newly-established 
firm. 

The establishment of the district 
agency at West Hartford by the Trav- 
elers recognizes the growing importance 
of West Hartford as a business center. 


tion of Life Underwriters, Mr. Spaul- 
ding said: “The organization of the 
American College of Life Underwriters 
marks a most important step in profes- 
sionalizing the life underwriter of the 
future. It is felt that the time has 
arrived when the qualified life under- 
writer should be given some mark of 
distinction. The outstanding account- 
ants are distinguished by the right to 
use after their names C. P. A., which 
means certified public accountant. It is 
felt that eventually the outstanding Life 
Underwriter will be distinguished by the 
right to use C. L. U. after his name, 
meaning chartered life underwriter.” 


Will Meet at Niagara Falls 
The Provident Life & Accident will 
hold its annual agents’ convention for 
1929 at Niagara Falls in the early 
spring. 
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“We're not sick, Daddy. 
“Why? 


Why are you taking us to the doctor? 
To do all we can to keep you from ever getting sick.” 


Your children will probably never forget the 
odd experience of being taken to the doctor when 
they are perfectly well. Perhaps no other act of 
yours could stamp more indelibly on their minds 
the wisdom of preventing sickness. 


Have you guarded against diphtheria, typhoid, 
smallpox and rickets? Have you had adenoids 
removed? Teeth, eyes, throat, legs and feet— 
every part of the body should be examined. 

Make May, 1928, a banner month for your chil- 
dren. Have them weighed, measured and exam- 
ined for known and unknown defects. Give 
them a fair start toward a happy and useful life. 


The Metropolitan has issued a booklet, “Out of 
Babyhood Into Childhood,” which gives valuable 
advice on preventable diseases with helpful sug- 
gestions concerning diet, environment and train- 
ing. Mailed free upon request to the Booklet De- 
partment, Metropolitan Life Insurance Company, 
No. 1 Madison Avenue, New York City. Write 
tor it. 


HALEY FISKE, President. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insur- 
ance in Force, More New Insurance Each Year 
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Business issued in 92/ and amount in force 





December 3], 1927, in various commonwealths | 
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ILLINOIS 

















New 


Business In Force 


Abraham Lincoln . 


Amer. Bankers ...... 

Central L. of Ill..... 

Chicago Natl. L..... * 
Citizens Natl. G...... 1,017,654 
Continental Asr., Ill... 26,637,148 
Cosmopolitan L. ..... 2,247 
eee Ba ccceccecss 33,184,505 
WERE Ea ccccccces 50,697,443 
OS eee 93,503,659 
Libe ety Tn. TW... wccee 6,066,618 





¢ 4 13,003,595 
2,8 "580.7 7 32 4 
6,917,766 

16,958,233 


Mutual 36,474,826 


National L., U. S. A. 


North Amer. L., Ill.. 3,517,400 12,065,016 | 
Northwest. Union, Ill. 706,603 1,631,247 
Cen Gey Becccceses 4,832,812 15,415,825 
Peoples Life, Ill...... 3,306,842 10,094,446 
Peoria L., Ill........ 10,546,510 58,503,945 
meenere Te. ccccoses 2,206,947 13,525,851 
Springfield Life...... 2,107,839 43,371,277 
State Life of Ill...... 357,706 1,076,206 


Twentieth Cen. L., Ill. 
Victory Life, Ill...... 
Wash, Fid. Natl..... 
Arcacia Mut. L...... 
Betem TAGS .cccccaces 94,519,966  273,§ 











Amer. Central L..... 899,539 4,178,511 
Amer. Life, Mich. 1, +5 

Am. L. Re-Ins., Tex 6,976,057 
Am. Natl. Assur 1 8,793 
Amer. Natl, Te 20,061,321 
Atlas Life, Okla 5,500 
Bank Savings L. ° 2,417,834 
Bankers Life, la..... 102,950,678 
Bankers Life, Neb... 5,739,810 
Bkrs. Reser. L., Neb. 7,551,562 
Berkshire L. .....+-. 21,727,182 
Bus. Men's Assur 2,215,886 
Capitol L., Colo...... 1,484,979 
Central L. Assur., Ia 4,123,998 
Central States L..... 2,345,572 
Columbian Natl. L... 24,248,998 
Columbus Mut. L.... 9,312,614 
Connecticut Gen. L.. 40,269,532 
Connecticut Mut. L.. 10,462,762 57,721,434 
Conservative L....... 503,381 4,459 
Continental L., Mo. 3,371,853 
Crescent L., Ind..... 7,704,908 


Equitable L., N. 369, 836. 125 





Equitable L., N. Y¥..G. 35, 78,331,044 
Equitable L., N. Y..T. 140, 780, 702 448,167,169 
Equitable L. of Ia... 12,401,615 64, 905, rt 


Eureka-Maryland As. 
Farmers Natl. L..... 





Fed. Reserve L...... of 
Federal Union L..... 90, 
Fidelity Mut. L..... 87,$ 
GivarG Tadfe...-.cccses 2,939,719 
Great Northern L... 9, 3,430,029 
Great Western........ 171,000 297,750 
Guaranty Life ....... 1,696,743 6 


2,486,567 
3,169,200 
36 


Guardian L., N. Y... 
Home Life, N. Y... 

Indianapolis L 
International Life 
Intersouthern Life.. 









John Hancock Mut. 50, 61 3, 490 

Kansas City W....... 3,254,119 

Lafayette Life........ 149,592 

Liberty L., Kan...... 60,000 . 
Lincoln Natl. L...... 11,601,231 32,790,060 


Manhattan Life...... 653,115 2,608,528 





2,427,673 | 
44,016,497 | 


6,2 , | 
4,315,400 27,948,400 | 
‘ 


New 


Business In Force 


| Massachusetts Mut... 
.. Protective L... 
hants L., Ia 

Metropolitan 
Metropolitan Life. .G, 
Metropolitan Life...I. 






Metropolitan Life..T 
> | Midland Mut. L...... 
| Minnesota Mut. L.... 
| Belewewrs TRS. .ccccces : 
Missouri State L..... 48, 574. 540 
Monarch State L..... 235,006 


Mut. Benefit L., N. J. 
Mut. L. of Baltimore. 
Mut. Life, N. 
Natl. Fidelity L eeesee 
Natl L. & 

Natl. Life, Vt.....0. 
| Natl. Savings L...... 
New England Mut. L. 
New World L....... 
New York L......... 
N. American Reassur. 
Northern States L... 
Northwestern Mut. L. 
Northwestern Natl... 
Ohio Natl. L......... 





0,695,623 
4,156,700 





| Ohio State L........ 147,500 
|} Old Line, Neb....... 240,000 
} Old Line Life, Wis 1,973,040 
Pacific Mut. Life.... 3,631,018 
| Pan-American L..... 3,214,087 
Penn. Mutual L...... 23,308,679 
| Peoples L., Ind...... 483,141 
| Philadelphia L....... 155,159 
3,176,206 


| Phoenix Mut. L...... 


Prev. i. & A. 5s.008 











| Provident Mut. L., Pa. 46,882,264 
Prudential ..cccecce oO. 380,445,744 
Prudential ........ G. 22,674,548 
Prudential ...../... I. 106,666,019 772.525 
Prudential ........ T. 176,150,609 
Register Life........ 736,124 
Reinsurance L., Ia... 1,114,531 
Reliance Life, Pa 4,305,662 
Reserve Loan ....... 878,196 
St. Joseph Life...... 92,855 
St. Louis Mut....... 70,000 
Security L., Va...... 1,968,052 
Security Mut., N. Y 2,194,215 
Sentinel Life......... - 58,600 
State Life, Ind...... ’ 


State Mut. L., Mass.. 
Travele rs 
Tnion = 
Inion Cooperative 
‘nion Labor L... 
nion Mut. L.... 
Inited Benefit L. 
nited States L. 
Iniversal L. 
Western & South. L.. 
Western Union L.... 
Wisconsin Natl. L... 
Canada Life Assur... 
Great-West L........ 
Manufacturers L..... 
North Amer. L., . § 
Sun Life As., Can.... 16,5 
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KANSAS 
a — \ 
New 
Business In Force 
Amer. Home L., Kan. 7,509,000 
Victory Life, Kan.... 13,700,998 














LOST CONTACTS MEAN 
LOSS OF BUSINESS 


(CONTINUED FROM PAGE 9) 


general agent said, “I will not permit 
him to stay here. And I do not flatter 
myself that I shall not lose some of my 
men because of this.” He said that last 
year he was compelled to terminate con- 
nections with an agent because the 
agent insisted that he would do better 
to concentrate on a case he was work- 
ing on initially than to make a call or 
two on an old policyholder whom the 
general agent believed to be ready for 
more insurance. The agent lost the case 
he believed so important but still failed 
to call on the old policyholder. After 
some weeks the general agent sent an- 
other agent to call on the policyholder 
whom he believed to be ready to buy 
again, and the agent returned after one 
interview with a new contract for 
$15,000. 

Two of the general agents reporting 
stated it as their belief that in some 
instances the first policy a man buys also 


is the last one for the reason that the |! 


policyholder becomes first angered and 
finally 


like actions of many agents. Each ex- 
pressed the belief that to some degree 


disgusted with the institution of | 
life insurance because of the unbusiness- | 


the quality of the men in the business is 
increasing, with a concurrent increase in 
the standards on which the field end of 
the business operates, but added in each 
instance that still higher general stand- 
ards are needed, and that agents and 
companies will continue to lose busi- 
ness so long as the field men fail to re- 
seed the fields they open. 


NONPARTICIPATING IN 
NEW YORK OPERATIONS 


Insurance Superintendent Beha o! 
New York announces that the Aetna 


Life and Connecticut General Life have 
notified him that on and after May ! 
they would confine their new business 
in NewYork State to non-participating. 
The New York law provides that no do- 
mestic life company shall write both 
participating and non-participating poli- 
cies in the state. Superintendent Beha 
discussed this matter with the two com- 
panies inasmuch as they were writing 
both classes of business in New York. 
He declared that companies of other 
states should not have super-powers 1 
New York not allowed its own compa 
nies. After consideration both.compa 
nies notified him that they would follow 
his request. Both companies therefore 
| will write only non-participating here 
| after in New York. 
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‘Glad to See His 


Life Insurance Man!’’ 









It's Being Done 
very Day 











“Yes, I called you up, Sellers, because I Here PICTURES sell LIFE INSURANCE. 
want to talk to you about this Business They sell at a glance —and here is 
Insurance I’ve been reading about” ; h 4 the secret of the Estate-O-Graph. The 
1S t e secret: Estate-O-Graph utilizes the Rotogra- 

or vure process—it is an eight page pic- 
favorable state of mind without run- ture magazine on life insurance. Its 
ning into the danger of pestering, pictures are the best that advertising 
boring or becoming a nuisance. and photographic art can produce. They 
captivate the interest. They drive home 













“No, Idon’t know what it is, but I know 
it’s just another scheme to sell life in- 
surance” 







Whicl : ld is Heretofore no systematic month to a akan Waal frectivel 

: . ae ’ refer? Ras ae ' e story better and more effectively 

1ich reception would you prefer: month—year in and year out plan has } more effectively 
: : than any other known medium. 


























been available. Just a little less than a 
year ago, however, the problem of how The Estate-O-Graph has an entry into 
to call on every prospect everyone of your pros- 
once a month—give hint a ‘ 7 >a | pects’ and clients’ homes 

better conception of what EXCLUSIVE because it is INTEREST- 
eS in EL People when they become life insurance life insurance is and the} FRANCHISES | ING. It depends primarily 
end of J conscious, when they recognize the ap- diversified uses to which it | Now Being Granted For | Upon pictures to get across 


If you prefer the first—why not have it 
ial —you can make your prospects like to 
50,00 J see you for an investment which runs 
a as low as $5.50 a month. 








sacl . = > as a 7 P . 1e its ; ~ " 

a plication and value of life insurance might be put—a proceed- | As Low As $5.50 A Month its points. It carries only 

s and radically revise their ideas about YOU img obviously physically You may secure the Exclusive Fran | YOUr name- -it is yourself 

basen —the seller of the service. AND impossible—was solved. hot iuiready Using. this “great Business everywhere—every month. 
ullder we cost of the xclusive 


WHEN THAT IDEA IS REVISED And so successfully has it | bait tt Sinl™adtetageee | ‘nd its cost is within the 
a y - _ ~ — - ent upon the size of the Community, J : very > ~ om 
YOU OBTAIN A CORDIAL RECEP- been solved that today the | fut City “Satur, “twe'iarger | Mans Of every life Insur 




























ize bf 
, < - neaiinsehit «aidemtinniedaade talieh ein’ iota “a “eo is “apn t for the Exclusive Franchise. ance man. Use the coupo 
IONS TION~—YOUR SERVICE IS UNDER-  Estate-O-Graph is being ee ee eee ate , » aed as 
es The cost of the Estate-O-Graph 1s eiIOW tO ODdDtal 

é STOC yD used at the rate of over a ridiculously low. Think of it! Your ain 
1a 7 3 —o > a own house organ with only your name the complete 
Acts million and a half copies | {, Sei Scopistes in siesreres, t 
. have me , ‘ <> use to print your House Organ—th Story anc 

hanage The big problem is how to create this annually. exclusive Tight to its use in your ea ran SE 
[fay Ay S - community for as low as $5.50 a prices ~~ 

siness month. The rate depends on the size ~s |. Boe. oe | 
ne ‘Pe - of your Communtiy. Use tho coupes [Pian Pe ] 
5 aa, lay- someone ‘may beat you to it. / Gr, / 
10 do THE NATIONAL UNDERWRITER, | Pia 
both 1362 Insurance Exchange, Chicago, Illinois. ‘ Poe, / 
poli- I am interested in using pictures as an aid in selling Life Insurance. ‘ / . ~~ / 
Beha | Send me a sample copy of THE ESTATE-O-GRAPH and a copy of the / , —_—— 
com- it-page free book about this picture magazine. Also information regarding t ° j 4 ] 

“bp th lusive franchise i ity. ’ sy 
—eeeee Get this Free Book fos 7 
y ork. Hy j f —— 
othe r " - ; j —_—— 
besa PRN 6 tNGAK Adda RENE es seRedCOcendeR oii nbeKetnNeNsdaCenentneuen We have a 24-page book about the Estate-O-Gra h 
er . . - . . . - 

ympa- which is yours for the asking. In it you will find the 
et | PN Dcitnwedednieeeedsdbcsn eb aenniensiene nese peenecueseesenneens H complete story of the Estate-O-Graph. What it is, ~~ 
‘ollow what is does, how to use it and what it costs. In addi- ™, 
refore ] El iuikddstnsneeedetndneedlaksetea arena eens Pi cdvckcatvasueceane j tion, valuable direct mail hints and selling suggestions a ™,,. / 

here- N. U. 5-4 a | are included. The book is free. Use the coupon to <7 
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Builders 


who realize the importance of their 
work give prime consideration to its 
permanence. Without the ability to 
perform lasting service, the finest 
products of the human brain be- 
come useless and unprofitable. 


American Central Men, 


by the inherent principles underly- 
ing the new contracts which they 
enjoy, look upon themselves not 
merely as builders of valuable life 
insurance estates for their clients 
but as creators of prosperity and 
lasting contentment for themselves 
and for their families. This con- 
ception, ingrained in the character 
of each American Central repre- 
sentative, makes for an organiza- 
tion conspicuous for its morale and 


exceptional in its unity of purpose. 
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HE president of one of the smaller 
T ite companies commented on the 

recent editorial in THe NATIONAL 
UNDERWRITER which contended that there 
are ample reasons and very solid ones 
for the continuance of companies of 
lesser stature than the giants. This 
president states that 17 years ago, when 
the new company movement was sup- 
posed to have reached its crest, Actuary 
Miles M. Dawson of New York wrote 
a series of articles in which he fore- 
casted that consolidation would of neces- 
sity follow and that it would be a de- 
velopment in the life insurance field. 
He said that a number of companies 
had been organized so that necessarily 
there was not the managerial talent or 
the underwriting ability to be secured 
to guide all these newly created enter- 
prises into a safe harbor. 


Consolidations Will Continue 


This president states that since the 
prediction was made a number of com- 
panies have passed out of the picture 
through the merger and consolidation 
process. In spite of this, new companies 
have been called into being. This pres- 
ident predicts that it is altogether likely 
that the next decade will see a con- 
tinuance of consolidations, mergers and 
reinsurance to some extent. However 
this may be, he says that consolida- 
tions have not been limited to the 
younger companies. The Washington 
Life, the Michigan Mutual Life and oth- 
ers of considerable size and age have 
gone out of business. 


Comment on Conditions 


When this president went into the life 
insurance business, he found there were 
87 companies in the United States. He 
believes that as high a percentage of 
the older companies has merged as the 
new ones. Then this president makes the 
following interesting comment on the 
editorial in question: 

“It seems to me that your editorial 
did not sufficiently stress character in 
a company. Run your eye over the 
field and see the character of some of 
the companies in the new and smaller 
groups. Has anyone had any more 


PRESIDENT OF A YOUNGER COMPANY 
COMMENTS ON PRESENT SITUATION 


need to worry about the permanence. 
the solvency and the service that would 
be rendered to its policyholders by the 
Oregon Life than even the eastern 
giants? Hasn't the progress, the policy 
and performance of the Indianapolis 
Life been a shining example of under- 
writing rectitude? Does any one feel 
that the Continental American Life of 
Wilmington, Del., is any less success- 
fully managed or ably administered than 
some of the towering giants within al- 
most gunshot of its home office? 


Companies Organized for Service 


“I have taken the continent in three 
jumps. Between these spaces there are 
many splendid young companies all of 
which were organized and designed to 
give an insurance service in their imme- 
diate community. They have not been 
disturbed by dreams of empire. They 
are as ably managed as any life com- 
pany in existence. The question arises 
when does a young company cease being 
a young company and does youth neces- 
sarily indicate lack of strength? 

Jacob L. Greene's Reports 


“When I first went into life insur- 
ance, President Jacob L. Greene was 
writing those wonderful annual re- 
ports for the Connecticut Mutual Life, 
forecasting the disasters that would 
overtake the race for business on part 
of those who were pushing deferred 
dividends and giving attention only to 
volume and size. Another five years 
showed that Mr. Greene was absolutely 
right. To my mind the hazard in the 
field of insurance does not lie in parti- 
cipating or non-participating. It does 
not lie so much in an extra 5 percent 
commission or a 5 percent cut in pre- 
mium rates. It does lie in the modern 
substitute for the deferred dividend, as 
the business getter, the disability income 
feature. When you see a young com- 
pany or an old company doubling, trip- 
ling, embroidering and elaborating and 
expatiating on the wonderful disability 
income provisions in its policy, you think 
of Jacob L. Greene and wonder if they 
are not headed in for another big wind.” 








Field Supervisor 
of the Penn Mutual 


Pioneer in the Air 


N RECENT months the most popular 
| news stories have had to do with the 
great adventures and adventures of the 
air—the flights over the poles and the 
magnificent daring of the “big hop” 
across the Atlantic. Despite the unique 
success of Lindbergh and the successes 
of Chamberlin, Byrd, and the Bremen 
crew, the supreme danger and experi- 
mental nature of the flights may be 
judged from the admission of the airmen 
themselves that it will probably be half 
a century before flying over the Atlantic 
can be safe. 

Stavert Hudsen’s Work 


It should interest the insurance world 
to know that one of its own men was 
one of the pioneers in the greater con- 
quest of the air. Just ten years ago, 
Stavert Hudson, now a field supervisor 
of the Penn Mutual, was the first man 
to fly across the Alps. 

At that time he was a flying officer 
in the United States Naval Aviation 
Service, stationed in Italy. It was deter- 
mined that he should attempt this great 
flight, and that he would be accompanied 
by an army flier as second pilot and 
an army photographer, so that both 
branches of the American aviation serv- 
ice should share the honors of the first 
aerial spanning of the Alps. 

The danger lay in pioneering a flight 





over the highest points of the French 
and Italian Alps, where a forced landing 
would mean almost certain death. There 
was, of course, no safe landing, and 
everywhere were mountain fastnesses 
and snow. Even though a landing were 
made without serious injury, one might 
wander about for weeks without finding 
human habitation. 

Just as in the present-day adventures, 
when the fliers wait and test their mo- 
tors while gathering weather reports 
over periods ranging from a week to 4 
month, so Hudson and his comrades 
waited nearly a month before hopping 
off from Turin, Italy. Their trip was 
made in about four hours, without mis- 
hap, at about 12,000 to 13,500 feet. They 
landed safely in Lyons, France, where 
they were greeted by Caproni himself, 
designer and builder of the plane. | 

The plane belonged to the United 
States Navy, and was an Italian Capron! 
with three 200 horsepower motors. It 
was designed to do night bombing 0” 
the northern French and Belgian fronts. 
Shortly after the first flight, several 
more of these planes were brought over 
the Alps for the same purpose. The unit 
doing this work was made up of about 
a dozen of the older naval fliers, o 
whom five were killed through accidents 
due to the faulty construction of the 
ships, which was why they were super 
seded by Handley-Pages. That was in? 
day when the building of planes was still 
a very experimental game. Caproni latef 
perfected his ideas, and is still one ° 
the most famous of all the builders. 
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IG CHANGE IN STATUS 
OF MEDICAL EXAMINERS 


Reviewed by Dr. J. B. Jack Before 
Medical Section of American 


Life Convention 


FIELD WILL STILL EXIST 


Effect on Examiners of Industrial Medi- 
cine and Other Recent Develop- 
ments Described 


NATIONAL LIFE SCHOOL 


LIFE INSURANCE EDITION 








PROVES VERY SUCCESSFUL 
WAS CONDUCTED IN DETROIT 


Eighteen Salesmen Attend School and 
Sell $130,000 During the Same 
Week 


After extensive research and planning, 
the National Life, U. S. A., has devel- 
oped a system of agency instruction. 
The outstanding feature of the course, 
which is personally rendered, is its prac- 
tical application to life insurance sales 


| work of today. No theory is expounded 
| which is not described in its practical 


A valuable review of the position oc- 
cupied by the medical examiner in life 
insurance, the changes noted in that 
position and the reasons for them, with 
some interesting recommendations re- 
garding company practices in the future, 


was made by Dr. John B. Jack of Chi- | 


cago, well known as a medical examiner 
and referee, in an address before the 
Medical Section of the American Life 
Convention, in session this week in St. 
Louis. 

Dr. Jack compared the medical ex- 
aminer’s position to that of the family 
physician. When people came to believe 


that disease could be better diagnosed | 


and its treatment better directed by a 
laboratory method than by clinical 


observation and experience, the family | 


doctor was gradually pushed into the 
background. In the same way the in- 


surance companies came to believe that 


within certain limits they could do with- 
out their field examiner and depend on 
actuarial statistics. 
amination became less important and 
the examiners found that actuarial data 
was given more consideration at the 
home office, their examinations became 
perfunctory. 
Factor in Changed Relations 


As the medical ex- | 


working in the daily program. When 
the student has completed the course he 
is equipped to sell life insurance, which 
is its objective. 

Further, the company sought and 
found a man who combined the qualities 
of the teacher and the experience of a 
salesman. He is A. W. Jackson, super- 
visor of agencies, who conducted the 
first school in the Detroit agency of 
R. W. Anger. There were 18 salesmen 
in attendance. The were held 
early in the morning and late in the 
afternoon—the intervening period each 
day being spent in actual solicitation. 
Every man attending the school pro- 
duced business during the five days it 
was in session and the volume actually 
produced was in excess of $130,000. 


sessions 


Banquet at Close 


The school closed with a banquet, at 
which President Robert D. Lay, Vice- 
President Walter E. Webb, Vice-Presi- 
dent J. J. Mooney, Supervisor of Agen- 


cies J. Wiley Allen and Agency Man- 
ager Roy W. Anger addressed the 
class. The results achieved at the first 


school have persuaded the company to 
make the course of instruction a perma- 
nent factor in its service to the general 


| agencies scattered throughout the coun- 


He listed the factors which have en- | 


tered into these changed relations as 
follows: 

(1) The careless 
medical examiner. 

(2) The of 
medicine. 

(3) The public 
agencies which are 


or 


rise so-called 
health and 
constantly 


cating the people in health matters 
and by removing dangers of life. 

(4) The constantly increasing ac- 
cumulation of actuarial and mortality 


which the age expectancy of an individ- 
ual in almost any kind of circumstances 
may be reasonably predicted. 


(5) The acceptance of sub-standard 
risks. 
(6) The tendency of a large section 


of the public to insure for large sums 
rather than to save money as formerly, 
that is to say to invest in insurance for 
Personal and business reasons. 


Industrial Medicine and Insurance 


Special attention was given to the de- 
velopments in so-called industrial medi- 
cme. Because it has been found to be 
good business, there are now in prac- 
tically all large business concerns whole- 
tme physicians who have charge of 
the medical examination and selection 
and rejection of employes, the record- 
118 of defects, supervision of their 
health, their working conditions and the 
ygiene of their home life. 

“Industrial medicine,” he said, “ap- 
Plies the principles of scientific preven- 
tive medicine to selected groups and the 
number of such groups is constantly in- 
creasing. As a part of this plan, maybe 
a8 a welfare matter, maybe as a means 
ot keeping the employes better satisfied 
and therefore again good business we 
have the development of blanket group 





incompetent | 


industrial | 


try. It is being placed at their disposal 
as rapidly as it is possible to arrange 
engagements. 


life insurance. Now the companies ac- 
cept these wholesale risks without in- 
dividual medical examinations because 


| they know that there has already been 


| 

. . | 

similar | 
trying | 
to extend the span of life both by edu- | 


| All 


an expert medical selection and that 
any man with any serious impairment 
would not be accepted as an employe. 
accepted employes are therefore 


| good risks. The industrial physician has 


| surance at the present time must 


— ’ : | pany 
statistics by the insurance companies by | 


really indirectly worked as an insurance 
medical examiner for the insurance com- 
and the service of the regular 
medical examiner is not required. The 
total amount of this non-medical in- 
be 
the industrial medical 
in the insurance com- 


enormous, and 
supervision is 


| panies’ favor.” 


| 
| 
| 
| 


Danger of Middle Life 


The widely reported increase in the 
span of life was declared to be in many 
cases more apparent than real. It was 
pointed out that the man or woman 
in the third or fourth decade of life 
has a better chance to live beyond the 
average life span, if he is free or com- 
paratively free from the stigma of heart, 
blood vessel or kidney disease. But 
his chance of reaching the average 
span of life is much lessened if he has 
such a stigma. 

“This is the period of life,” said Dr. 
Jack, “in which most individuals take out 
life insurance policies, and sometimes for 
very large amounts. The importance of 
a complete and thorough medical exami- 
nation is obvious, for such a risk may 
mean a heavy loss or a large profit to 
an insurance company. The size of the 
premium should not be so important as 
a careful medical examination.” 

In regard to the increased use of actu- 
arial and mortality statistics, Dr. Tack 
declared that “basing risks on the find- 





NORTHWESTERN MUTUAL 
PLANS AGENTS’ MEETING 


MEET IN MILWAUKEE IN JULY 





Change Form of Program for Annual 
Gathering—President Van Dyke 
To Welcome Men 


MILWAUKEE, May 3.—When the 
association of agents of the Northwest- 
ern Mutual Life meets at the home of- 
fice of the company here, July 23-25, 
it will have a change in the program 
of activities compared to former years. 

The only general session which will 
be held the first day, will be when 
President W. D. Van Dyke gives his 


address of welcome to the agents. Fol- 
lowing this the general agents’ asso- 
ciation and the special and _ district 


agents’ association will hold their an- 
nual meetings. 


Speakers Announced 


The speakers Tuesday morning will 
be Percy H. Evans, actuary; Charles 
H. Parsons, superintendent of agencies, 
and M. J. Cleary, vice-president. Tues- 
day afternoon a policyholder of the 
company, who carries the limit the com- 
pany will take, will tell why he selected 
the Northwestern Mutual Life policy. 
An agent of the company will talk on 
why he considers the Northwestern 
policy contract superior. John J. 
Hughes, assistant superintendent of 
agencies, will discuss the company’s 
policy contract and why it excels.. 

Election of officers of the association 
of agents and other business will be 
taken up at the meeting Wednesday 
morning, after which W. Ray Chapman, 
assistant superintendent of agencies, will 
discuss the mechanics of a well-ordered 
existence as applied to the life insurance 
salesman. Norman R. Hill, Williams- 
port, Pa., will close the meeting with an 
inspirational talk. 

The fompany 
Tuesday night. 


dinner will be held 
Dr. Charles H. Mayo 


of Mayo Brothers clinic, Rochester, 
Minn., internationally known surgeon, 
and George W Blanchard, Edgerton, 


Wis., chairman of the examining com- 
mittee of policyholders for 1927, and 
Wisconsin state senator, will be the 
principal speakers at the dinner. 


ings for groups is all right, but there 
are wide variations in individuals who 
fall into groups. It is here that the 
medical examiner’s judgment and acu- 
men comes into play. On the one 
hand, we know that a large percent of 
death claims paid today are due to cir- 
culatory disease; on the other hand, 
many perfectly safe risks are refused in- 
surance because of a heart ‘murmur’ 
which may be only temporary or func- 
tional. In connection with substandard 
risks I would like to say that the policy- 
holder who lives beyond his age expec- 
tation should receive some benefit in 
the way of a decreasing premium after 
that age.” 

Assuming that the practice of blanket 
group insurance has come to stay and 
that the companies will continue to issue 
comparatively small amounts without 
medical examination, it was pointed out 
that there will still remain a field for 
the medical examiner among those who 
insure for fairly large or very large 
sums, and also in the case of sub- 
standard risks. Medical examination’ is 
becoming more and more a spetialty, 
not a casual matter, not a side line. 


Suggestions Are Offered 
Summing up his review of the situ- 


ation, Dr. Jack offered these sugges- 
tions: 
(1) That the proper type of medical 


examiners should be selected, that they 
should be adequately compensated, and 
that their judgment should be trusted. 
(2) That such medical examiners, 
besides being concerned with the ex- 
(CONTINUED ON PAGE 18) 


MEETING OF MEDICAL 
SECTION UNDER WAY 


American Life Convention Aux- 
iliary Holds Session in 
St. Louis 


SHOW GOOD ATTENDANCE 


More Than 150 Registered for Opening 


—Dr. Neal’s Address Causes 


Discussion 


ST. LOUIS, May 3.—About 150 were 
registered for the opening session of the 
Medical Section of the American Life 
Convention here this week. 

The address by Dr. J. R. Neal of the 

Life, 
Dr. W. 


director of 


Abraham Lincoln caused some 
G. Hutchin- 
the American 


Life of Detroit, in discussing Dr. Neal's 


lively discussion. 
son, medical 
paper did not endorse his views that in- 
surance companies should take an active 
stand He 
pressed the belief that insurance com- 


against quackery. also ex- 


panies should not too greatly enlarge 
the scope of their participation in pre- 
ventive medicine. He contended that 
this work more properly belongs to the 
public health official, and insurance’s 
participation should be merely supple- 


mental. 


Danger in Aggressive Campaign 


Concerning quackery and nostrums he 
pointed out that there was grave danger 
that the public would not look with fa- 
vor upon an insurance campaign against 
them, since the people who patronize 
quacks and purchase nostrums do so in 
an honest belief that they will receive 
real benefit from doing so. 

He further pointed out that such a 
campaign, to be really effective, of neces- 
sity would have to personally name the 
so-called quacks and the nostrums and 
stressed the liability of libel actions for 
heavy damages that probably would fol- 
low such step. 


SIOUX CITY NOW WITHOUT 
INSURANCE HOME OFFICE 


With the removal of the offices of the 
Conservative Life from Sioux City to 
Des Moines where the company has 
merged with the Des Moines Life & 
Annuity, Sioux City finds itself without 
a single home office of an insurance 
company. About 1898 the Cooperative 
Laboring Men's Life incorporated there 
and was taken over by the Merchants 
Life, then of Burlington, now of Des 
Moines. The Sioux Fire failed and the 
Equity Fire had a similar fate. The 
American Bonding & Casualty lasted 
five years and then failed disastrously. 
The Farmers Automobile had a short 
struggle and was sold to the Interstate 
Liability of Rock Rapids which later 
failed. The National Fidelity Life got 
a good start and moved to Kansas City. 


Aetna Life in Big Campaign 

The Aetna Life has set an objective 
of $75,000,000 for an intensive two 
months campaign which started May 1, 
in honor of Vice-President Kendrick A. 
Luther's 30th anniversary with the com- 
pany. Five divisions have been 
nated with a quota of $15,000,000. 
are: Greater New York, R. H. Keffer, 
captain; eastern states, O. B. Herrick, 
Syracuse, captain; southern states, G. H. 
Campbell, Little Rock, captain; central 
states, S. T. Whatley, Chicago, captain, 
western states, W. M. Hammond, Los 
Angeles, captain. 


desig- 
These 
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Age Ann. Prem. 
20 $19.07 
21 19.64 
22 20.25 
23 20.90 
24 21.57 
25 22.30 
26 23.06 
27 23.86 
28 24.71 
29 25.63 
30 26.62 
31 27.71 
32 28.87 
33 30.08 
34 31.37 
35 32.77 
36 34.25 
37 35.86 
38 37.60 
39 39.49 
40 41.54 
41 43.75 
42 46.18 
43 48.82 
44 51.73 
45 54.95 
46 58.55 
47 62.56 
48 67.05 
49 72.11 
50 77.84 
51 84.39 
52 91.91 
53 100.63 
54 110.94 
55 123.27 


TO CHICAGO BROKERS 


We invite your attention— 


ANNUITY AT AGE 65 


Including Premium Waiver & Income Disability 


Provides death bene- 
fits of $1,000 up to age 
60 increasing annually 
thereafter to $1,200 at 
age 65. 

Matures at age 65 for 
$1,200 cash or in lieu 
thereof an income of 
$10 per month for life. 

Disability provides 
for waiver of premium 
and payment of $10 per 
month per $1,000 to 
age 65, at which time 
life income from the 
annuity begins. Pay- 
ments begin immedi- 
ately upon proof of to- 
tal and permanent dis- 
ability. Total disabil- 
ity is assumed to be 
permanent after three 
months. 


Further information gladly furnished 


Harry W. Menold, 
General Agent—Chicago District 


FRANKLIN LIFE 


INSURANCE COMPANY 


222 West Adams Street 
Franklin 0824 





ATwo Hundred Million Dollar Company 
ORGANIZED 1884 
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PRACTICES ON DISABILITY INSURANCE 


Address Before Medical Section of American Life Convention 


BY DR. FRANK HARNDEN _ —__—_— 
Medical Director Midland Mutual Life 


NE of the things that concerns 
O the underwriter when considering 

the question of disability benefits 
to be included in a life insurance con- 
tract is whether the information at hand 
is complete and definite. It has been 
suggested from time to time that a 
blank with a uniform set of questions 
would be advantageous, but no blank 
has yet been devised that can compel 
the prospect to disclose the worries on 
his mind or a history that he may desire 
to keep secret. 

There is a tendency sometimes among 
men of means and also among others 
not so affluent, to indulge more freely 
in some of the things that may be con- 
ductive to the development of degenera- 
tive diseases. In cases of men of large 
moneyed interests, an impending finan- 
cial crisis may cause a_ so-called 
“nervous breakdown” resulting in a long 
vacation at the expense of the insur- 
ance company. 


Tuberculosis and 
Insanity Leading Causes 


It would seem that one of the points 
to be particularly stressed is that of 
the original selection with reference to 
granting disability benefits. Strict 
underwriting in this regard with as 
liberal an attitude as possible toward 
claims may be considered the key-note 
of this situation. Of course it is a well- 
known fact that the two leading causes 
of disability still maintain their posi- 
tions at the front. Tuberculosis and in- 
sanitv together cause a majority of 
claims. 

The third in order of importance in 
the matter of claims is said to be ac- 
cident, although some companies feel 
otherwise. Of course, with the first two 
it is possible, if in possession of the 
facts, to make selection so that the 
losses mav be reduced as much as they 
can be. However, with reference to ac- 
cidental causes, it is impossible to do 
much by way of selection. There are 
many applicants acceptable for life in- 
surance to whom the disability benefits 
must necessarily be denied. 


Some Agents Sell Disability, 
Throw in Life Insurance 


Tuberculosis stands preeminent at the 
head of the list of causes of disability. 
We have very definite ideas concerning 
the relationship of light weight and 
tuberculous family history, particu- 
larly at the younger ages. We are con- 
stantly admonishing our agents to re- 
member that fact and to be careful not 
to sell the disability as the chief com- 
modity and incidentally throw in the 
life insurance. As facetious as this may 
sound, nevertheless it is frequently the 
case. The question of granting disabil- 
itv benefits to applicants in whose fam- 
ily history there appears one or more 
causes of death due to tuberculosis 





causes some concern. In a good many 
companies it is the rule to withhold 
these benefits except where the appli- 
cant has reached 40, when the family 
history is disregarded. 


Six Questions Presented 
to 29 Representative Companies 


The following six questions were pre- | 
sented to 29 representative companies 
of different size throughout the} 
country: 

“1. Has there been to your knowl- 
edge any trend in the last few years 
toward a liberalization in underwrit- | 
ing the disability when the family his- | 
tory shows one or more cases of 
tuberculosis? 

2. Do you feel that it would be wise, } 
perhaps, to reduce the age limit after | 
which the probable development of | 
tuberculosis would be unlikely? 

3. Do you think that only one case | 
of tuberculosis in the family might be | 
disregarded? | 





4. Are you disposed to be very con- 
servative in your decisions as to whether 
the disability benefits are to be included 
in your policies? 

5. Are you inclined to be liberal in 
the allowances of disability claims when 
made because of tuberculosis and the 
diagnosis is well established? 

6. What is your attitude on includ- 
ing the disability benefits where the his- 
tory shows one or more cases of insan- 
ity in the immediate family?” 


Little Trend Toward 
Liberalization Is Seen 


There were only seven companies 
which felt that there has been any trend 
toward a liberalization with referénce 
to underwriting these cases. 

There were only four which felt that 
it might be wise to lower the age limit 
beyond which we might be able to dis- 
regard tuberculosis in the family his- 
tory. None were doubtful on this point, 
while 16 were quite definite in the state- 
ment that the age limit should not be 
lowered. 

Sixteen companies felt that one case 
of tuberculosis can be disregarded. 
Seven were not willing to do so, while 
five were undecided. 

Concerning the question of conserva- 
tism in granting the disability clause, 
all the companies felt that the answer 
should be in the affirmative. 

But one company from the whole 
group felt that they were not inclined 
to be liberal in the amount of disability 
claims, while all the rest felt they 
were. 


Companies’ Practice on , 
Insanity in Family 


With reference to insanity, three com- 
panies refuse disability when there is 
even one case in the family history. 
Practically all the rest agree that one 
case can be disregarded. However, dis- 
ability is not allowed when there are 
two or more cases of insanity. 

The age at which the family history 
of tuberculosis is disregarded by these 
companies varies from 30 to 40. Seven 
at 30; two at 35; ten at 40; leaving ten 
undecided as to at just what age the 
family history may be set aside. 

The further we go with this subject 
the more complicated it seems to be- 
come. Of course we know that sub- 
standard insurance will show a _ wide 
range of fluctuation with reference to 
the incidence of disability and be more 
dangerous than that written within 
standard limits. 


Information from Examiners 
Is Often Sadly Lacking 


Again it is often the case that infor- 
mation supplied by the examiners is 
sadly lacking. This happens frequently 
with our best men. Essentially they are 
clinicians and not underwriters. It is 
believed that an examiner does not get 
the insurance viewpoint unless he hap- 
pens to be doing a large amount of 
such work and perhaps only when doing 
exclusively insurance examining. Often 


| we get an absolutely clear report of ex- 


amination when the records will dis- 
close reasons apparently sufficient to 
cause the withholding of the disability 
benefits. Consequently we can not help 
but be on uncertain ground when we 
are choosing those who are and those 
who are not entitled to this clause in 
our policies. The effect of agency selec- 
tion is to be thought of in this connec- 
tion as well. Jt is about as important 
in this connection as it is with refer- 
ence to mortality. We are often urged 
by an agent to include disability benefits 
in the case of a student because he 
comes from a fine family. Both the 
student and his father, also his mother 
and grandparents, have been upright 
and honest—apparently the “salt of the 
earth.” The application may only be for 
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$1,000, and anyway $10 a month would 
not mean anything to a family of this 
Kind. You will agree that underwriting 
based on such reasoning cannot help 
but be unsound. 


Answers to Questions 
on Disability Practices 


It is desired right here to include a 
summary of answers to seven questions 
concerning practices relating to disabil- 
ity benefits. In this group there were 
60 companies from which answers were 
received. These questionnaires were 
sent out by the Life Presidents Asso- 
ciation. 

Question (1)—Does your application 
request information, in the event dis- 
ability benefits are desired, regarding 
the amount of income accruing under 
other disability benefits, accident or 
valth insurance in force and applied 
for? 

Companies 
“no,” 23. 

Thirty-four companies submitted ap- 
plications, examination of which reveals 
that in 17 applications this question re- 
fers only to insurance in force and not 
to applications pending. In seven of the 
applications the question does not refer 
to commercial accident and health poli- 
cies; in one application it does not refer 
to accident policies and in another ap- 
plication no reference is made to health 
insurance. In the 17 remaining appli- 
cations, which refer to both insurance 
in force and pending applications, it re- 
quired liberal construction of the ques- 
tions in many cases to consider them as 
applying to accident and health insur- 
ance. Many companies do not specific- 
ally refer to the amount of disability 
benefits either as a part of life policies 
or in accident and health policies. One 
company has a special questionnaire for 
use when application is for $250 or more 
of disability monthly income. 

Question (2)—If not, do you con- 
template making such an inquiry in 
future applications? 

Companies answering “no” to (1) and 
“ves” to (2), 10; companies consider- 
ing the question, 4; companies answer- 
ing “no” to both (1) and (2), 9. 

Two companies answering “yes” to 
(1) contemplate that their new question 
will refer more specifically to disability 
benefits in life policies. One of these 
companies will especially emphasize dis- 
ability bnefits represented by pending 
applications. One company will include 
inquiry regarding non-cancellable health 
and accident but not commercial health 
and accident. 


Agents Somewhat Lax in 
Securing Details Desired 


Some time ago the Midland Mutual 
Life altered its application blank so as 
to include a detailed statement of insur- 
ance in other companies, giving also the 
amount of income disability. This was in 
the hope that we would be aided in de- 
termining an adequate and just amount 
of disability to grant. We have found, 
however, that our agents are somewhat 
lax in securing the details desired. This 
mav be because of indifference and un- 
willingness to ask such pointed ques- 
tions of their prospects or it may be 
due to carelessness. 

Question (3)—Does your 
request information, in the event dis- 
ability benefits are desired, regarding 
the amount of the applicant’s earned 
income? 

Companies answering “yes,” 4; com- 
panies answering “no,” 37; companies 
seeking information through agent’s re- 
ports, 19. 

Question (4)—If not, do you con- 
template including such an inquiry in 
future applications? 

Companies answering “no” to (3) and 
“ves” to (4), 6: companies seeking in- 
formation through agent’s reports an- 
swering “no” to (4), 15; companies con- 
sidering, 7; companies not answering 
question, 4: companies considering sup- 
plemental inquiry for special cases, 1; 
companies answering “no” to (3) and 
(4), 22. 

Question (5)—What proportion of 
earned income is used as the limit of 


answering “yes,” 37; 


application 
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INSURANCE GETS NO TAX 
RELIEF IN SENATE BILL 


NO CHANGE MADE IN RATE 


Reed’s Effort to Abolish Exemption 
Not Allowed—Is Again Defeated 
in Committee 


WASHINGTON, May 2.—Insurance 
companies will secure no relief from 
taxation under the revenue revision bill 
enacted this year if the measure as re- 
norted to the Senate this week is 
enacted, as it makes no change in the 
tax rate on insurance companies. The 
bill provides for a reduction in the gen- 
eral corporation tax rate of 1 percent, 
from 13% to 12% percent, which rate 
is now paid by insurance companies 
but makes no specific reference to those 
companies and they will accordingly 
continue to pay tax at the present rate. 

While the rates in the bill were under 
consideration Senator Reed of Pennsy!l- 
vania again made an effort to secure 
adoption of his amendment to deprive 
insurance companies of the present 
exemption or profits accruing from 
dealings in stocks, bonds and other 
securities, real estate etc., which was 
defeated by a vote of 10 to 6. 

In addition to the reduction in the 
corporation tax rate, the bill provides 
for an increase from $2,000 to $3,000 
in exemption to corporations, and re- 
vision downward of the surtaxes on in- 
dividual income between $18,000 and 
$70,000, making the revision applicable 
to 1927 income on which taxes are pay- 
able this year, although refusing to ex- 
tend the same privilege to corporations. 
The bill is to be taken up May 3, and 
probably will be passed by the Senate 
within a week or 10 days. 


the amount of disability benefits you 
will grant to an individual? 

Under 50% of monthly income, 1; 
50%, 13; 50-60%, 2; 50-70%, 2; 50-75%. 
3; 50-80%, 1; 50 to over 100%, 1; 60%, 
6; 60-6673%, 1; 60-70%, 1; 60-80%, 1; 
6633%, 6; 75%, 3; 80%, 4; companies 
having no fixed rule, 12; companies not 
answering, 3. 

Companies having variable percent- 
age generally give higher percentage of 
disability benefits to earned monthly in- 
come for those of lower income re- 
ducing the percentage as the income 
increases. Companies granting disabil- 
ity to women generally use reduced per- 
centage of income as the limit for dis- 
ability benefits. 

Question (6)—Based upon the above 
limit, do you deduct the amount of in- 
come payable under accident and 
health policies and disability benefits 
in life policies existing and applied for, 
in determining the amount of disability 
benefits you will grant? 

Companies having no fixed rule, 3; 
companies answering “ves,” 41; com- 
panies answering “no,” 5; companies 
answering “information not available,” 
indicating purpose to consider if avail- 
able, 4: companies not answering, 7. 
Total, 60. 

Question (7)—What is the maximum 
amount of disability benefit you will 
grant? 

Companies with maximum limit of 
$100 per month, 1; $150, 1; $200, 1; 
$250, 36; $300, 1; $500, 18; having no 
fixed rule, 1; not answering question, 1. 

Of the foregoing, nine limit the dis- 
ability to women to $100 per month and 
some state that the limit is applicable 
only to self-supporting women. The 
majority of companies make no com- 
ment as to differentiation between men 
and women for disability. Ten com- 
panies grant waiver of premium bene- 
fits in excess of the limits of monthly 
income stated. One company limits the 
amount of income disability to $150 up 
to age 45 and $100 from 46 to 55. 

[The remainder of Dr. Harnden’s pa- 
per will be’ published in a later issue.] 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





New York Life Agents 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“I's it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





New Home office RBullding 

now being erected op the site 

of the famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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The Wisconsin Life Insurance Company has paid dividends 
to its policyholders on the same scale faithfully for 18 years. 
During the past five years it has more than doubled its assets 
and in 1927 increased its total insurance in force by $2,130,000.00. 






























Growth in Assets 
$351,980.70—1912 
* $2,210,590.61—1927 





Agencies are available in North Dakota, South Dakota, 
Kansas, Indiana, Michigan and Minnesota. Our contract pro- 
vides for non-forfeitable renewals. 


GheWISCONSIN LIFE 
INSURANCE COMPANY 
MADISON, WISCONSIN 


N. J. FREY, 
President 
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Dynamic Detroit Life 


Old enough to have established itself 
firmly among the most progressive life insur- 
ance organizations; yet young enough to 
maintain a personal interest in each of its 
agency men. 


These facts mean mucn to you if you con- 
template entering the profession of life insur- 
ance salesmanship or if you are seeking a new 
opportunity. 





Desirable territories available in the State 
of Michigan. 


DETROIT LIFE 
INSURANCE COMPANY 


“‘The Company of Service”’ 
M. E. O’Brien, President 


2210 Park Avenue 








Detroit, Mich. 







































BIG CHANGE IN STATUS 
OF MEDICAL EXAMINERS 


(CONTINUED FROM PAGE 15) 


aminations of prospects, should look 
after those already insured in their 
area, periodically inspecting them and 
offering advice free of charge when dis- 
ease is discovered that needs treatment. 

(3) The medical examiner might be 
useful to his company in following up 
rejected risks and furnishing informa- 
tion regarding their actual life span, 
so that such information could be filed 
in the company’s archives. 


Now No Standardized Information 


“There is no standardized informa- 
tion yet available regarding rejected 
risks,” said Dr. Jack, “but it is only 
on mortality statistics that companies 
can in the future evaluate such risks. 
Persons who have been rejected on ac- 
count of heart trouble, for instance, have 
been known to live long beyond normal 
life expectancy despite strains and 
stresses. Why? The point is: Was 
rejection justified by the event? 

“Companies might well keep a regis- 
ter of rejected risks and have a follow- 
up system for these individuals as far 
as possible. The insurance medical ex- 
aminer could report on them at say 
intervals of five years and thus obtain 
information of value to scientific insur- 
ance as well as to the medical profes- 
sion, the members of which would, I 
believe, co-operate on the grounds of 
progress in medical prognosis. An in- 
surance medical examiner in good stand- 
ing would have no difficulty in obtaining 
such information, which otherwise the 
insurance companies could not obtain. 
There would be no revealing of medical 
secrets as the general facts would be 
known to the insurance examiner from 
his first examination. 


Companies Would Be Gainers 


“It might be thought that the cost 
of insurance medical examination and 
follow-up would be too high and pro- 
hibitive. I doubt this very much. In 
fact I think that the companies would 
be considerable gainers in the long run, 
because their preferred risks would be 
preferred risks, and their sub-standard 
business would be on a surer basis. 

“Why should not insurance companies 
employ their own medical examiners in 
making periodic examinations and ad- 
vising their own policyholders? These 
people will soon learn that it is a 
mutual advantage for insured risks to 
be kept alive as long as possible and 
presumably it will be the desire of the 
policyholders to cooperate enthusias- 
tically.” 


BOARD SEEKS TO REVAMP 
MICHIGAN TEACHERS’ FUND 


Complete revamping of one of Michi- 
gan’s chief experiments with state in- 
surance, the state teachers’ retirement 
fund, is to be sought at the next legis- 
lative session, it was decided last week 
at a meeting of the retirement fund 
board in Ann Arbor. Tentative draft 
of a new law governing the fund has 
already been prepared by Dr. James 
Glover, University of Michigan mathe- 
matics professor, it was disclosed, and 
it was decided to ask the legislature to 
pass this measure, which it is believed 
will provide an “actuarially sound” 
basis for pensioning aged teachers. 

The old retirement fund has run into 
trouble within recent months which has 
practically spelled its doom. It was 
first discovered that the 1927 legislature 
failed to pass a new act which had been 
prepared as a part of the educational 
code but had repealed the old law pro- 
viding for the fund. This situation re- 
quired several legal interpretations to 
determine whether or not the fund was 
still in effect and many teachers who 
never expected to benef: thereby refuse 
to make their contributions which had 
previously been compulsory. On top of 
this condition, it was found that annui- 
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tants were rapidly depleting the fund 
because of the fact that the original law 
provided for insufficient contributions to 
build up an adequate surplus. Heart- 
rending stories have been told of the 
hardships that a very temporary sus- 
pension of payments from the fund 
caused some of the veteran pedagogues 
who were dependent upon it. The en- 
tire tangle served as an excellent argu- 
ment for genuine insurance rather than 
paternalistic panaceas and it is believed 
that many life agents made the most of 
the situation. 


Release Londergan on Bond 


In the federal court at Dubuque, Ia., 
the trial of Ivan C. Londergan, former 
manager of the Medical Life of Water- 
loo, on a new indictment charging use 
of the mails to defraud, is not expected 
to take place until the December term. 

Londergan was released from jail 
Friday under $8,000 bond on the new 
indictment which was returned after 
Federal Judge George C. Scott had dis- 
missed the indictment upon which he 
was being tried. The old indictment 
upon which he was being tried charged 
him with having taken part in a fraudu- 
lent stock selling scheme in both the 
Medical Life and the Insurance Loan & 
Investment Company. It was upon the 
defense claim that the indictment was 
faulty in that it contained two charges 
in one count that it was quashed. 


Inter-Southern Life Record 


The Inter-Southern Life announces 
that in March all previous records for 
a single month were broken when 
$8,000,000 of insurance was written. 
The first quarter of the year showed a 
40 percent increase over last year’s first 
quarter and 376 percent gain over the 
first quarter of 1926, with a gain in 
business paid for of 49 percent over 
that of last year’s first quarter, and 285 
percent gain over the first quarter of 
1926. 

Insurance written in March repre- 
sented 3,600 applications, more than 50 
percent being accompanied by advance 
payment of’ premiums. 


Life Notes 


The Midland National Life of Water- 
town, S. D., has been licensed in Colorado 

G. W. Whiten has been appointed gen- 
eral agent of the Franklin Life at Okla- 
homa City. 

George F. Baker, Jr., has been elected 
a trustee of the Mutual Life of New 
York to fill the vacancy caused by the 
death of Rodman Wanamaker. 

The Sentinel Life has just completed 
a contract with W. H. Pipho of Sumner. 
Ia., who will represent the life and ac- 
cident and health departments of the 
company. 

A. W. Maxwell, former editor of the 
Carroll (Ja.) “Times,” has become dis- 
trict agent for the Lincoln National 
Life for three counties, with headquar- 
ters at Carroll, 

Leonard J. Killian, 51, special agent 
for the New York Life at La Crosse, 
Wis., for the past 30 years, died April 
27 after a brief illness. He was presi- 
dent of the Security Bank of La Crosse 

Percy Logsdon, general agent for the 
New York Life at Evansville, Ind., and 
Democratic candidate for state repre- 
sentative from Vanderburgh county, is 
planning to attend the Democratic na- 
tional convention at Houston, Tex., in 
June. 

Charles Francis Collier, well known 
life insurance man of Sioux City, Ia., died 
last week. Mr. Collier had lived in Sioux 
City since 1910. In 1920 he became asso- 
ciated with the Equitable Life of New 
York, which company he was represent- 
ing at the time of his death. 

William Meub, general agent of the 
New England Mutual Life at Indian- 
apolis, has moved his offices from the 
J. F. Wild building to larger quarters 
in the Consolidated building on the 14th 
floor. The Indiana agency is 71 years 
old and from 1885 to 1895 was in charge 
of D. F. Appel, now president of th 
company. 


Honor Grantges in May 


The International Life has set May 
aside to give the agency organization 
ar opportunity of paying tribute to W. !. 
Grantges, first vice-president and gen- 
eral manager. 
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STRESSES IMPORTANT 
FUNCTIONS OF SCIENCE 


(CONTINUED FROM PAGE 5) 
changing experience in accidental deaths 
used by Mr. Kendrick to illustrate his 
definition of life insurance as a _ pro- 
gressive science. He says, ‘It has only 
been a few years since the first auto- 
mobile was seen on our highways; and 
today the entire population of Iowa 
could be taken for a ride at the same 
time in Iowa-owned automobiles, and in 
1924 one-fourth of the deaths resulting 
from accident were caused by automo- 
biles. Before life insurance companies 
can acquire an experience from deaths 
by automobile accidents they are con- 
fronted by a new problem—the effect 
of air transportation upon mortality, A 
similar changing picture is caused by 
the varying incidence of disease—influ- 
enza in cycles, tuberculosis, typhoid, 
small-pox, scarlet fever, steadily declin- 
ing; cardio-vascular-renal diseases, dia- 
betes and cancer as steadily increasing. 





Problem Defied Solution 


“A health problem that so far has 
defied solution, and one that is of pe- 
culiar importance to life insurance, is 
the failure of all medical or sanitary 
efforts to favorably affect life expec- 
tancy at or beyond the most productive 
period, the middle age. Infant mortality 
and young adult mortality have shown 
the gratifying results of our improved 
social, medical and sanitary methods, 
but at and beyond middle age the in- 
roads from the degenerative diseases, 
and cancer and diabetes more than can- 
cel all the modern favorable advances. 
\s you know, the newer American and 
Canadian Men’s Tables approximate the 
older American Experience Table at 
about age 50, and no improvement is 
shown beyond that age. 


Experience of Life Presidents 


“When the Association of Life Insur- 
ance Presidents was formed in 1906 
there were 13 original members. Ten 
ot these have since died. The average 
life experience of the 10 deceased was 
5.6 years less than the normal life ex- 
pectancy for their ages. It was inter- 
esting to compare this with the life 
experience and expectancy of the pres- 
idents of the United States, recently 
published in the Metropolitan Statisti- 
cal Bulletin. When this experience is 
divided into two groups, the modern 
from the date of the Civil War to the 
present, and the ante-bellum period, it 
is seen that the life experience of the 
15 presidents before Lincoln was 1.35 
more than the normal, and the life ex- 
perience of the 12 deceased presidents 
since Lincoln was 8.81 years less than 
the normal. Only one post-war presi- 
dent—Grover Cleveland—lived out his 
normal expectancy. These are small 
groups, but it is at least a’straw to in- 
dicate the effect of our modern compli- 
cated strenuous life. Can you help to 
modify this tendency by prophylactic 
work among your policyholders? I es- 
pecially commend the problem to you 
tor the benefit of your own executive 
associates. 


Work Constantly Changing 


“In your underwriting work the prob- 
lem is constantly changing and enlarg- 
ing. A great forward step has been 
made in the numerical method of rating, 
but only broad general principles and 
classes have been outlined. New meth- 
ods will be found applicable and numer- 
ous refinements of class subdivision will 
be possible, providing more exact and 
more equitable charges for various im- 
Pairments. 

“The brokered or shopped case of 
considerable size, often with borderline 
or frankly substandard impairments, 
threatens to become a costly factor in 
life underwriting. The facilities for treat- 
ing and offering these cases have become 
Se extended during the past few years, 
especially through the highly competi- 
tive solicitation of reinsurance, that 
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some brokers openly boast that they 
can obtain coverage for any risk, no 
matter how seriously impaired, and at 
standard or small ratings. Recently 
there have been transcontinental trips in 
both directions from coast to coast by 
brokers endeavoring to place such risks, 
with a long string of impairments and 
previous rejections, or with obvious spec- 
ulative features. Apparently if these 
men see enough companies and use 
cnough argument and pressure they can 
obtain in varying amounts here and 
there a large aggregate coverage. 


Offer It for Reinsurance 


“Some of the companies may not carry 
any liability themselves, but offer it all 
to their reinsurance connections, and 
these in turn offer small amounts in 
the spirit of competitive reinsurance 
service. If this tendency should extend, 
but I am sure it will not—it might 
prove a serious loss; and even worse 
than the monetary loss, bring a ques- 
tion into the minds of conservative bus- 
iness men as to the soundness of our 
selection, These cases unfortunately ob- 
tain a great deal of publicity, especially 
if an early death loss ensues, and if 
a dramatic climax, such as suicide, offers 
a news value story. 


Problem of Disability Clause 


“The final point that I would men- 
tion is the serious problem presented by 
the newer disability clauses. It is a 
rew field to most of us, especially when 
the new 90-day clause puts us prac- 
tically in the health and accident busi- 
ness with a non-cancellable policy. The 
average life insurance company is not 
organized to underwrite, investigate and 
settle the questions involved in the new 
disability clause as is the health and 
accident company. This is another ex- 
ample of an intensely interesting, if diffi- 
cult, problem demanding _ scientific 
knowledge and administrative ability, 
which you will solve as you have those 
of the past.” 


E. A. Williams Made Instructor 


ST. PAUL, May 2.—Once again the 
home office of the Equitable of New 
York has come to Minnesota for an edu- 
cational instructor. This time it is E. A. 
Williams, district manager at Fergus 
Falls, directed by the W. W. Klingman 
branch here. Twice before the home 
office had called on Mr. Klingman for 
instructors and was so well pleased with 
them that it sent for another. Mr. Wil- 
liams was recommended. He has been 
in the life insurance business four years, 
the last two and one-half years at Fergus 
Falls as district manager. He is suc- 
ceeded there by Clif Kneeland of Rapid 
City, S. D. Joseph Nolan and Thomas 
Hickey were the other two Klingman 
men who became educational instructors 
out of the home office. 


Life Counsel Program Announced 


Plans for the semi-annual meeting oi 
the Association of Life Insurance Coun- 
sel, to be held at the Hotel Greenbrier, 
White Sulphur Springs, W. Va., May 
25-26, are now being rounded out. Harry 
C. Bates, secretary, has announced the 
following program: “The Nature of an 
Annuity,” John M. Avery, attorney, Na- 
tional Life; “Administrative Law and the 
Insurance Commissioner,” John Barker, 
vice-president and general counsel, Berk- 
shire Life; “Some Features of Quebec 
Life Insurance Law,” J. Armitage 
Ewing, legal adviser, Sun Life of Can- 
ada; “Group Insurance, a Discussion of 
Some of the Recent Decisions,” Arnold 
Hobbs, counsel, Northwestern National- 
Life; “Does a Rebate Render the Policy 
Void?” Lewis A. Stebbins of the Chi- 
cago bar. 

Business sessions will occupy the 
morning of each day. On Friday even- 
ing there will be a dinner at Kate’s 
Mountain Club and on Saturday evening 
there will be a program at the hotel and 
prizes for the golf tournament will be 


New Disability 
Protection 


The Company now issues 
waiver of premium only in 
addition to combinations of 
waiver with income payments. 





Issued with life insurance in amounts up 
to $300,000, it is an accommodation to 
those who have the limit in income pay- 
ments and in instances where no disability 
is needed as in some trust agreement cases. 


We can now meet every need and de- 
mand for life and disability insurance com- 
bined at the lowest obtainable rates. 


For rate card and description of dis- 
ability plans, address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











WANTED 


Three (3) good agency organi- 
zers; one for each of the following 
named states: --- Iowa, Missouri 
and Kansas. Unless you can sell 
Life Insurance successfully and 
acquire agents, who can produce, 
do not apply. Company is loca- 
ted in the Middle West. 

For further information address 
The National Underwriter, 
D-99 
Chicago, Illinois 

and give references. 
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Overlooking Monthly Income Plan 


J. Exviorr Hatt, New York general 
agent of the Penn Mutvat Lift, in a 
talk before the New York City Assocta- 
TION oF Lire UNDERWRITERS, made some 
pungent observations on the great 
movement now sweeping the country on 
life insurance trusts. Mr. Hatt believes 
that the life companies and agents have 
rushed eagerly to the support of banks 
and trust companies and have discredited 
or at least have silenced their own fa- 
cilities for looking after the proceeds of 
life insurance. He very frankly stated 
that if a man owns much property aside 
from life insurance he advises that it be 
trusteed. Mr. Hatt took the position 
that in the midst of all this publicity, 
advertising, meetings, propaganda being 
carried on by the trust companies and 
the general shouting and flag raising for 
life insurance trusts the monthly income 
plan and its valuable assistance to life 
insurance policyholders may be over- 
looked. Mr. Hatt plainly states that the 
trust idea has been overlauded and over- 
emphasized. 

There may be something in what he 

The life insurance trust, writing 
insurance to care for inheritance 
taxes, programing of life insurance and 
other features of this sort that have 
come into being, have been taken up by 
field men and agency managers. Any 
new feature in life insurance that is 
worth while forms a new point of con- 
tact between the agent and the prospect. 
While comparatively few agents have 
written life insurance to cover inherit- 
taxes, yet any information that is 
given to a man about taxes finds a 
ready ear. He may in the final analysis 
not be much engrossed in inheritance 
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taxes. At the same time taxes are a 
bugbear and every man is willing to lis- 
ten to someone who has knowledge to 
impart. 

It is true, as Mr. Hatt points out, that 
the monthly income and other options 
of life insurance fill the bill with the 
vast majority of people who carry in- 
surance. The life insurance companies 
can do for the multitude what should be 
done and can serve the beneficiaries to 
better advantage and at less expense 
than the trust companies. The trust 
companies have contributed materially 
to the life insurance cause through their 
very effective advertising. Life insur- 
ance men undoubtedly have learned 
much more about the function of trust 
companies, their machinery and their 
facilities. 

As we see it, one of the benefits that 
has arisen from all this trust company 
publicity is the necessity for adopting 
some plan to conserve the proceeds of 
life insurance. When material sacrifice 
is made to provide protection for one’s 
dependents, then the dependents should 
be safeguarded so far as these insurance 
proceeds are concerned. The monthly 
income policy was a big step forward as 
2 means of taking care of the estate 
after it had been created. 

Life insurance men by no means should 
forget or overlook the great boon to 
mankind that has been contributed by 
the monthly income policy. So far as 
the “ninety and nine” are concerned it 
will meet the bill. There are thousands 
and thousands of cases where life insur- 
ance companies can do far better serv- 
ice in caring for dependents than a trust 
company. 


Dangerous Measure Proposed 


One of the most important issues ever 
presented to a legislative body is Senate 
Bill 3151 in Congress, which, if passed, 
would prohibit insurance companies or 
other corporations from transferring 
to the federal court if brought 
against them in states other than where 
a company is domiciled. It has been 
the number of instances 
where controversies arise between citi- 
zens of different states to take the case 
to a federal court. Insurance companies, 
and undoubtedly other corporations, 
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have been greatly harassed by the prej- 
udice of the state courts, 


largely due 


to local intluence and the’ political fac- 
The non-federal judges are elected 
ballot. The federal judges are ap- 
pointed. When, therefore, a federal judge 
does not have to 


tors. 
by 


sits on the bench he 
think of the tenure of his office being 
dependent which he decides 
cases. Insurance companies have al- 
ways found the federal courts equitable. 
There have been very few times when 
criticism has been visited on a federal 
judge. 

On the other hand, non-federal courts 
have been the subject of much condem- 
nation for what seem to have been un- 


on way 








| part in the battle which resulted in the 








N ATION AL, UN IDERW wndhanall 


In order to gain favor 
being spread 


ie decisions. 
for this bill, 
abroad that it is opposed by the corpora- 
tions because it is in the interest of the 
underdog. The federal courts § are 
clogged with liquor cases of all kinds. 


report is 
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Yet some legislators in order to relieve 
the federal courts of thousands of minor 
liquor cases will imperil the course of 
justice by advocating a measure of this 
kind. It is hoped indeed that this bill 
will go down in defeat. 














Zz PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





Henry F. Tyrrell, legislative counsel 
for the Northwestern Mutual Life, and 


Mrs. Tyrrell have returned to Milwaukee 
after spending the winter at Asheville, 
N. C., where Mr. Tyrrell was recuperat- 


ing from his illness. He returned to his 
desk in the home office May 1, feeling 
greatly recovered in health. He has 
had to be away from the office for six 
months. He feels fine now, he says, 
and back in shape. Mr. Tyrrell’s asso- 
ciates and friends in the home office 
gave him an enthusiastic reception. 

Mr. and Mrs. A. L. Saltzstein, Milwau- 

kee, celebrated their 40th wedding anni- 
versary at their home in Milwaukee 
April 29. Mr. Saltzstein is general agent 
at Milwaukee for New England Mutual 
Life. Congratulations were offered by 
life insurance men in the city to Mr. and 
Mrs. Saltzstein on the occasion. 
agent at Richmond, 
Mutual, and former 
mayor of the city, ran second in the re- 
cent three-cornered mayorality race. He 
was mayor for 12 years and tried to 
stage a come back after being out of 
office for four years. He joined the 
Penn Mutual forces in Richmond two 
years ago. 


George Ainslie, 


Va., for the Penn 


Harry E. Moore, vice president of the 
Pacific Mutual Life, was called to Wash- 
ington, D. C., by the serious illness of 
his 18-year old daughter, Shirley. Mrs. 
Moore was called east three weeks ago, 
when her daughter was first stricken. 
Latest information from Mr. Moore is 
to the effect that the condition of Miss 
Moore is still critical. Miss Moore, who 
is a graduate of the Marlborough School 
at Los Angeles, was visiting Washing- 
ton at the time she was taken ill and 
now is confined in the Emergency Hos- 
pital there. She has been attending Pine 
Manor Schools at Wellesley, Mass. 

James H. Topping of Chicago, veteran 
life insurance man of that city, and Mrs. 
Topping left Chicago this week for New 
York from which port they will sail 
May 12, on a six months’ trip abroad 
Mr. and Mrs. Topping expect to return 
about Thanksgiving time. 


John R. Todd, 79, an agent of the 
Mutual Life in New Orleans, run down 
and killed by an automobile there, was 
active in Louisiana politics for 50 years. 
He participated in the famous riot which 
occurred when a group of white men 
invaded a meeting of the Negro legis- 
dJature of Louisiana in 1868 and dis- 
persed-the members. He was also af- 
filiated with the White League and took 


overthrow of the metropolitan police, 
composed largely of Negroes, in 1874. 
He held various appointive and elec- 
tive political offices and was one of the 
organizers of the Knights of Temper- 
ance. 


Otis A. Hann of Chicago, well known 
to life insurance men, who conducted a 
life insurance special service for re- 
vising and transferring policies, died 
Tuesdav of last week at Hot Springs, 
Ark. He was buried at Indianapolis 
Friday. Mrs. Hann, a son, Jack 
Hann, who was connected with him in 
business, and a daughter survive. Mr. 
Hann had not been in good health for 
some time but his fatal illness lasted but 
a few days. 

Mr. Hann conducted his life insur- 
ance service under the name of the Otis 


| fect. 








Hann Company He was president and 























OTIS 


A. HANN 


his son, Jack Roberts Hann, is vice- 
president. Mr. Hann died at the age 
of 56 after a short illness. He had been 
in life insurance since 1897. He was the 
originator of the system of conservation 
of life insurance which he put into ef- 
He had attained great success in 
conserving and reclaiming life insurance 
for a number of companies. He main- 
tained a summer residence at Culver, 
Ind. He served with the 27th battery, 
Indiana Light Artillery, during General 


Mills’ campaign in Porto Rico at the 
time of the Spanish-American War. 
Mrs. Hann is just completing a trip 


abroad and is now somewhere on the 
Pacific Ocean. A daughter, Mrs. E. C 
MacDonald, lives at Winnetka, III. 


David Barr, 87 years old, is dead at 
Sioux City, Ia. He had been manager 
of the Metropolitan Life in that city for 
32 years. The encroachments of time 
forced him to retire from active service 
a few years ago, but he never relin- 
quished his interest in insurance activi- 
ties. 


W. G. Preston, vice-president of the 
Bankers Reserve Life of Omaha, and 
Mrs. Preston have just returned from 
a three months’ European tour. While 
across the water they visited England, 
France, Switzerland, Italy, Germany, 
Holland and Spain. 


James S. Kemper of Chicago, presi- 
dent of the Lumbermens Mutual Cas- 
ualty and head of a strong mutual syn- 
dicate, who has been a director of the 
United States Chamber of Commerce 
since the insurance department was 
established, will not be a candidate for 
reelection this year. P. W. A. Fitzsim- 
mons, president of the Michigan Mutual 
Liability of Detroit, has been nominated 
to succeed Mr. Kemper. The other in- 
surance director is President Harrv A. 
Smith of the National Fire of Hartford. 


Mr. Kemper has given very faithful 
and intelligent service to the United 
States Chamber. Walton L. Crocker. 


president of the John Hancock Mutual 
Life, is a candidate for reelection from 
his section. There are no other insur- 
ance men on the ticket. 


Lloyd B. Gettys. manager for the Mu- 
tual Life of New York in Sioux City, Ia. 
has been selected as chairman of the 
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newly organized insurance bureau of the 
Sioux City Chamber of Commerce. The 
bureau includes members of the chamber 
who are exclusively engaged in any line 
of insurance. Mr. Gettys has just re- 
ceived word that his sister, Miss Flor- 
ence Gettys, has finished a successful 
season in grand opera in Rome, Italy, 
where her debut took place two years 
ago. 

A. A. Drew of Chicago, general agent 
of the Mutual Benefit Life, is in Port- 
land, Ore., visiting his brother. Mr. 
Drew has closed 25 years of service with 
the company. 

The home of Crawford H. Ellis, presi- 
dent of the Pan-American Life, was de- 
stroyed by fire recently. The loss was 
estimated at about $27,000. Mr. Ellis 
is planning to rebuild at an early date. 


Mr. and Mrs, J. E. Herring of Bir- 
mingham are receiving congratulations 
on the birth of a son, Joe Caruthers, 
Mrs. Herring is supervisor for the Pan- 
American in the Birmingham district. 


Dr. F. L. Wells, medical director of 
the Equitable Life of lowa, is on an ex- 
tended trip to the Pacific coast, visiting 
agencies in that territory, and will not 
return to Des Moines for two weeks. 

A large delegation of life underwriters 
gathered in San Francisco last Friday 
to bid “bon voyage” to Arthur S. Hol- 
man, manager for the Travelers in San 
Francisco and president of the San Fran- 
cisco Life Underwriters Association, Just 
prior to leaving the staff of the Trav- 
elers office presented him with a motion 
picture camera outfit. Accompanied by 
Mrs. Holman, he will spend the next 
three months touring the principal cities 
ct Europe. 

This month the field force of the 
Lincoln National Life is in a drive for 
business in honor of President Arthur 
F. Hall. Mr. Hall has been in Europe 
for about two months and is expected 
to return on or about June 1. The busi- 
ness written in May will be presented 
to him with the compliments of the field 
force at that time. 


E. C. Moran, Jr., of E. C. Moran & 
Co., general agents for the Sentinel Life 
in Maine, is the unopposed Democratic 
candidate for the governorship of the 
State. 


Charles F. Howell, distinguished edi- 
tor of the “Weekly Underwriter,” who 
has had a long valuable service in in- 
surance newspaper work, has undergone 
an operation at Roosevelt hospital in his 
city. Mr. Howell is now well along 
toward recovery, but will go to Con- 
necticut when he is dismissed from the 
hospital to recuperate still further. Mr. 
Howell is a specialist in marine insur- 
ance news and is an authority on that 
subject. 





LIFE AGENCY CHANGES | 


NEW PLAN FOR MINNESOTA 





Fidelity Mutual Life Announces Inter- 
esting Arrangements for Handling 
Its Business from Minneapolis 


The Fidelity Mutual Life has an- 
nounced the appointment of Thomas F. 
Guthrie, Frederick E. Rochester, C. 
Arthur Carlson and Donald K. Hud- 
son, as managers at Minneapolis and 
52 counties in Minnesota. 

These men, who for the last 10 to 
18 years have been associated with the 
William . Keating agency of the 
Equitable Life of New York, are all 
Well known in Minneapolis insurance 
circles. They have taken over the man- 
agement for the Fidelity Mutual on a 
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Are You Walking Past The Door? 


**A Peddler Supplies a Demand; A Salesman 
Creates a Demand, and then Supplies It.’’ 


In the current issue of the Emancipator, Walter T. Shepard, Vice 
President of The Lincoln National Life Insurance Co., says: 


AVE 


prospect’s 


walked 
door — hesitating 


you ever past a 


whether to go in—we all have. 


The reason for this is because of 
The 
this lack of confidence is 
lack of knowledge of 
your A real life 
ance man is the man who knows his 
very tone of 
voice proclaims “I believe in myself” 


lack of confidence in yourself. 
cause of 
founded on 
business. insur- 


business and whose 


and this gives him confidence. 


Knowledge of one’s business is 
one of the chief factors in building 
personality. It makes no difference 
whether you are six feet two or five 
feet two, manhood is not measured 
by inches but by brains and how 


they are used. 


There are two factors which are 
vital in the building of a real com- 


pany. These two factors are: 


Persistency of business. 
Average size policies. 


These two factors lie absolutely 
in the keeping of the Agency Or- 
because we 


ganization select the 


later on become 


proportion 


prospects who 
policyholders. It is in 
to the degree of skill and the degree 
good common 


underwriter 


of judgment and 
sense the life uses in 
building up his list of prospects that 
he does his part in the upbuilding 


of The Lincoln National Life. Your 


charge is an important one and how 
well you fulfill it is one of the most 
exacting tests to which your man- 
hood can be put. 


If you sell the right class of pros- 
pect you are going to select the man 
who will be persistent and you will 
write the whose 


be able to man 


needs call for the larger size policy. 


The only reasons which prevent 
any one from building up these two 
things are FEAR and TIMIDITY 
in approaching this desirable class 
of prospect. 

Fear arises because a man feels 
that if he calls on his prospect he 
might be left flatfooted or embar- 
rassed because he could not handle 
the situation. Such lack of confi- 


dence is due solely because the 
agent knows he does not know his 


When he 


knows his business, it puts him in a 


business. knows, he 
position where he can go after the 
right class of prospect because he 
is able to cover his need with proper 
protection and he is not trying to 
peddle policies. 

Did you ever stop to analyze the 


difference between a salesman and 
a peddler—a peddler simply supplies 
a demand which has _ previously 
been created—a salesman creates a 


demand and then supplies it. 


In my experience I have noticed 
that the average salesman who fails 


to make a sale always has the finest 
excuses as ever 
saw. That is 
proof that he is a peddler and not 


line of alibis you 


usually conclusive 


a salesman. 


Regardless of claims and excuses, 
the real reason a sale is lost in 90 
cases out of every hundred is be- 
cause the other fellow was a better 
because he pre- 


better 


salesman. It was 


sented his proposition in a 


manner. He canvassed the situa- 


tion, sized up his prospect, his in- 
needs, his capacity and 


beat 


surance 


simply you in the race for 


salesmanship. 
It makes little difference 
what his article, product or service 


very 


may be, there come times when 
every salesman feels a trifle blue on 
account of the large number of 


buyers who say, “No.” But right 


there is where real salesmanship 


begins. If replies were never made 
in the negative there would be little 
reason for maintaining an agency 
force. If every one said, “Yes,” a 
two-cent letter would get the busi 
As a life underwriter, “No” 


ness, 


is your best friend. 


Are you progressing toward your 
WALKING 


ideals or are you 


PAST THE DOOR? 


KNOW WHERE YOU 
GOING AND THEN GO. 


ARE 


If you are walking past the Door of Opportunity, stop and think. 
Lincoln National sales aids, the Lincoln National Tool Kit of Popular 
Policies, and the stimulation of LNL have aided many men in walking 
through rather than by, the open door of Opportunity. 
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The 


Lincoln National Life Ins. Co. 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building 


Fort Wayne, Indiana 


More Than $520,000,000 in Force 




















































































Results 
that Count 


. DesMoines Life & Annuity Agents 
are daily increasing their busi- 
nessthrough the sales helps, pros- 
pect leads and whole-hearted co- 
operation of the Home Office. 
You too can borrow a “‘Co-oper- 
ator” and gian its benefits. 


The 
Company 


of 


Co-operation Interested? 
Write for openings! 


Des Moines Life 
& Annuity Company 


J. J. Shambau¢gh, President 
DES MOINES, IOWA 











HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
oe ee | 
Home Life policyholders are satisfied 
‘A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 























1851 1928 
BERKSHIRE LIFE INSURANCE CoO. 


Writes all forms of standard participating contracts. _ 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


great expansion. ’ i ; 
Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. RHODES, President 



















Whatever you have to say te Insurance men, can de & more 
atbectively the advertiing columns of The National Underwriter. 
Oue inch ene Want Ads are $5.00 an Other rates on 
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copartnership basis. They will seek im- 
mediate development of the Fidelity 
business in Minneapolis and the Minne- 
sota counties that come under their 
supervision. 

Harper Owen, the former manager, 
has been forced to retire because of the 
pressure of his own personal affairs. 
He will, however, continue in the serv- 
ice of the Fidelity Mutual and is now 
under contract with the new partner- 
ship. 

The Fidelity Mutual has been doing 
business in Minnesota for 30 years. 
Offices are also mairmtamed in St. Paul 
and Duluth. The Minneapolis office has 
been enlarged and refurnished. It is 
located at 704-705-706 Andrus building. 
F. X. Benning is cashier. 





PERRINE WITH PAN-AMERICAN 





Former General Insurance Man Made 
Supervisor for Company in Texas 
Panhandle 





Nat S. Perrine has been made super- 
visor of the panhandle territory in Texas 
for the Pan-American Life, with head- 
quarters at Amarillo. Mr. Perrine goes 
to the Pan-American with a _ large 
amount of insurance experience, having 
been engaged for the past several years 
in the general insurance business in Clar- 
endon. Realizing the possibilities exist- 
ing in the life insurance business Mr. 
Perrine recently sold his general insur- 
ance business with the intention of de- 
voting his entire time to developing a 
life, accident and health agency. 

Mr. Perrine’s career has been inter- 
esting. At the time the United States 
entered the World War, he enlisted as 
a private, served 14 months overseas, the 
greater portion of which time he was 
in action. When he received his dis- 
charge at the end of the war he bore 
the rank of captain. 





PAUL R. GREEN IS PROMOTED 





Former Los Angeles General Agency 
Assistant of Aetna Life Heads Com- 
pany’s Salt Lake City Office 





Paul R. Green, assistant general agent 
of the Aetna Life at Los Angeles, has 
been appointed general agent at Salt 
Lake City. He succeeds E. C. Kahn, 
who has resigned to devote his entire 
time to personal production. 

Mr. Green, a World War veteran, 
joined the Aetna organization at Pitts- 
burgh, Pa., in 1922. Later in that year 
he transferred to the W. M. Hammond 
general agency at Los Angeles. In 1926 
he was appointed agency supervisor at 
Los Angeles and shortly afterwards was 
made assistant general agent. 

Since his association with the Aetna 
Life Mr. Green has been an outstanding 
figure among company producers. In 
1925 he made his first entry into the 
$250,000 class, advancing last year to 
the $500,000 division. 





HUBBARD GOES TO SUN LIFE 





Becomes State Manager in Connecticut, 
with Headquarters at 
New Haven 


Ralph K. Hubbard has been ap- 
pointed manager for the Sun Life of, 
Canada in Connecticut, in which state 
the company has just been licensed. 
State headquarters have been opened 
in the Union and New Haven Trust 
building in New Haven and Mr. Hub- 
bard will develop the territory from 
there. Mr. Hubbard is a life underwriter 
of long experience, having been in the 
bbusiness for 40 vears. He was for 26 
years with the Provident Savings Life 
and for 12 years with Alfred M. Best 
Company. Two years ago he became 
vice-president of the Western Union 


























Life of Spokane, having charge of the 
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New York office, which was an office of 
issue and cared for all home office de- 
tails with the exception of investments, 

This year the Sun Life purchased the 
Western Union Life and is now absorb- 
ing it, but as the Sun cannot operate in 
New York, Mr. Hubbard could not re- 
main with the organization in the old 
post. The company immediately made 
application for license in Connecticut 
and gave this new territory to Mr. Hub- 
bard. This adds to the extensive United 
States organization of the Sun Life, 32 
completely equipped branch offices being 
operated in this country and one-third 
of the companies’ funds being invested 
here. 





W. F. Bray, A. C. Beale 


W. F. Bray has been appointed 
agency manager at Bakersfield, Cal., of 
the Jefferson Standard Life, according 
to an announcement made by A. \, 
Mozingo, Pacific Coast superintendent 
of agencies, who also reports that A. C. 
Beale has been placed in charge of a 
new district office at Santa Barbara. Mr. 
Beale was formerly district manager for 
the Prudential Assurance in London, 
Eng., where he was located for 30 years, 
He has been engaged in general insur- 
ance at Santa Barbara during the past 
year. Mr. Bray has been established at 
Bakersfield in real estate and general 
insurance lines for the past 15 years. 





F. A. Llewelyn 


2S A. Llewelyn, who has been in the 
Chicago office of the Sun Life of Canada 
for some time, has been made agency 
assistant. He succeeds H. L. Jones, who 
has gone to the company’s home office 
as assistant superintendent of the field 
service bureau. Mr. Jones left the home 
othce for the Chicago office about a year 
ago and served as agency assistant un- 
der Manager D. J. Scott until last week. 


B. J. Madden 


B. J. Madden of Lebanon, Ky., has 
retired from the jewelry business in that 
city and accepted the position as general 
agent in central and eastern Kentucky 
for the Minnesota Mutual Life. His 
office will be at Lebanon. He was for- 
merly a member of the firm of Madden 
& Newton, insurance agents, before 
entering the jewelry business. 


J. E. Crockett & Co. 


J. E. Crockett & Co. of Atlanta, Ga. 
have recently been appointed state 
agent in Georgia for the Bankers Re- 
serve Life of Omaha. Mr. Crockett was 
formerly with the Metropolitan Life, 
where he made an enviable record as 
a producer. 


Eliel & Loeb Co. 


The Eliel & Loeb Company of Chi- 
cago, well known fire and casualty local 
agents, have taken an agency of the 
Penn Mutual Life and will clear through 
the Stumes & Loeb general agency in 
that city. The Eliel & Loeb organiza- 
tion comprises a number of active so- 
licitors and it is expected that a fine 
life insurance business will be secured. 

Cecil E. Hamilton, who has been 
closely identified with life insurance for 
a number of years, takes charge of the 
life insurance department. 











Page & Ledbetter 


The Bankers Reserve Life of Omaha 
announces the appointment of Carl S. 
Ledbetter as general agent for south- 
ern Louisiana. The agency will be con- 
tinued under the name of Page & Led- 
better. J. E. Bellande, a life underwriter 
of many years experience, will be 1 
charge of the life department, devoting 
ness. 


M. & H. J. Feitelberg 


The Judea Life announces the appoint 
ment of Morris & Henry J. Feitelberé 
of Fall River, Mass., as general agents 
for southeastern Massachusetts. Mor 
ris Feitelberg is a member of the Fall 
River planning board and has been ™ 
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the insurance business in Fall River for 
the past 15 years as a local agent and 
broker. 


John H. Green 
John H. Green, formerly Arkansas 
state manager for the Jefferson Stan- 


dard Life, has been appointed to a sim- 


jlar position with the Reliance Life of 
Pittsburgh. Mr. Green is designated | 
as supervisor of agencies for Arkansas. 


Crites & Markham 


The Columbian National Life has ap- 
pointed Crites & Markham general 
agents for Seattle, Wash., and adja- 
cent territory. 


W. B. Stannard 


Wilmer M. Hammond, general agent 
at Los Angeles of the Aetna Life, has 





LIFE 


announced the appointment of William 
B. Stannard as agency supervisor. He 
has been representing the company at 
Bakersfield, in which territory he has 
made an exceptionally fine record. 


P. G. Dennis 


P. G. Dennis, former 
for the Connecticut General Life, has 
been appointed general agent for the 
Bankers Reserve Life for southeastern 
Nebraska, with headquarters at Lincoln. 


district agent 


H. E. Toson 


Harold E. Toson, who has operated 


the Toson travel bureau in Des Moines 
for two years, has been appointed man- 
ager for Iowa for the North American 


Life of Chicago. Offices will be main- 
tained at 212 lowa Building, Des Moines. 
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NEW YORK BUSINESS BOOMS 


April Saw Average Increase in Life 
Business Estimated at 50 
Percent 


NEW YORK, May 3.—Again in April 
New York life insurance offices enjoyed 
a record prosperity, new business pour- 
ing into the offices, new and old, in un- 
precedented volume. While it is im- 
possible to estimate the total business in 
the city from all sources, it would al- 
most seem safe to venture the assertion 
that April business city-wide was at least 


50 percent over April of 1927, if not 
more. This does not mean, of course, 
that the average agency increase was 50 
percent, for there are at least a dozen’ 
new general agencies oper ating this vear 
that were not in operation in 1927 and 
several of these have sprung into the 


million dollar class. Of the older agen- 
cies, however, there were some increases 
of such proportions as to bear out this 
assertion. Several showed gains of 100 
percent and practically all offices showed 
a gain of some nature. 

The Ives & Myrick general agency 
of the Mutual Life of New York, fol- 
lowing a record March in which its total 
of $5,466,562 set a new agency mark, 
showed an increase of 30 percent in 
April, as compared with the same month 
of 1927. The April total was $3,933,000, 

Beers & DeLong, general agents for 
the Mutual Benetit Life, report a 50 per- 
cent increase, the April total of $3,100,- 
000 comparing with $2,236,000 last year. 

Over in Brooklyn, James P. Graham, 
Jr., general agent for the Aetna Life, en- 
joyed a 100 percent increase, 
another $1,000,000 month. 

Keane & Patterson, general agents 
for the Massachusetts Mutual Life, paid 
for $1,501,000, which is an increase of 
50 percent over the 1927 April. : 

Wells, Meissel & Peyser, National Life 
of Vermont, report just under $1,000,000 
and this a clear gain, the agency being 
opened since the first of the year. 

J. Elliot Hall, general agent for the 
Penn Mutual Life, paid for $3,339,925 
in April, the third largest month it has 
had and a gain of about 23 percent over 
last April. The agency gain for the 
year thus far is over $1,725,000. 

Frank Pennell, general agent for the 


State Mutual Life, just doubled last 

April’s business, his being one of the 

agencies showing a 100 percent gain. 
Peter M. Fraser, general agent for 


the Connecticut Mutual, reports that his 
agency passed last April, which was a 
record for all time in his office, and the 
imcrease on 1928 business thus far is 
40 percent. 


ARRANGES FOR SERIES 
OF RADIO MESSAGES 





H. B. Underwood, one of the agents 
of the Equitable Life of Iowa at Buf- 





| to have 


having | 


falo, N. Y., working under Agency 
Manager Raymond G. Gregory, sold 
the program manager of Radio Station 
WkKVW in that city a policy. As a re- 
sult of the service rendered by Mr. 
Underwood to Manager Downer, the 
former was asked if he would broad- 
cast a series of weekly talks on life in- 
surance. Therefore, beginning May 3 
at 7:45 p. m., Mr. Underwood started 
his broadcasting program of 15 minute 


talks. Mr. Underwood started in the 
life insurance business Sept. 15, 1927, 
and by Dec. 31 had qualified for the 
agents’ convention to be held July 11-12 
at Montreal. He is building his talks 
around the idea that life insurance 
should be purchased to fit specific 
needs, 


Would Wind Up Cosmopolitan Life 


Recommendation was made 
by officials of the Michigan 
department that a receiver be appointed 
immediately to close up the affairs of 
the Cosmopolitan Life of Detroit. L. J. 
Treanor, chief examiner, and Ralph M. 
Wade, second deputy commissioner, 
signed the report which showed that 
$10,328 had been realized by promoters 
through sale of stock, while there are 
still assets in the way of banked cash 
amounting to $3,800. 

Officers of the company were: F. R. 
Reich, president; R. L. Prentice, vice- 
president; G. Friewald, secretary; C. H. 
Mooney, treasurer. Mr. Reich claimed 
made contributions from his 
private funds toward the organization 
efforts but no definite record of such 
contributions could be found by the ex- 
aminers, they said. 

It is considered probable that Com- 


last week 
insurance 


| missioner Livingston will be appointed 





receiver for the company. 


Manning Ends Field Tour 


H. W. Manning, superintendent of 
agents of the Home Life of New York, 
has returned to his office after a two- 
week absence on a field trip. He re- 
turned via Toronto, his former home, 
and completed the removal of his effects 
to New York. 





Langmuir at Grand Rapids 


the Grand Rapids, Mich., 
New York Life gave a 
the past week honoring 
Vice-president Charles H. Langmuir. A 
general sales meeting of the company’s 
agents was in charge of Mr. Langmuir. 


Members of 
agency of the 
dinner during 





General Agents Dine Staff 


NEW YORK, May 3.—Robert A. 
Van Alst, Jr., and Paul R. Wendt, who 
recently joined the Van Alst & Wendt 
agency of the Berkshire Life in New 
York, gave a dinner to their agency 
force Monday evening. This was a gen- 
eral get-together of agents and friends 
of the two general agents. Mr. Van 
Alst has been general agent, and Mr. 
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Wendt, who formerly Was one of the 
general agents for the Equitable Life 
of Iowa, joined him two months ago 
and has since devoted his attention to 
the development of a full-time agency. 
There were a number of out-of-town 
guests, both with the Berkshire and in 
other fields. 


Salaried Agents Give Dinner 
The salaried agents of the R. H. Keffer 
agency of the Aetna Life in New York, 
who are being put in the field by Mr. 
Keffer to test the comparative merits of 
the commission and salary plan, gave a 
dinner Wednesday evening at which Mr. 


Keffer and R. L. Place, assistant super- 
visor of agents from the home office, 
were present. Quotas for the Luther 


drive were assigned at this conference. 


New Massachusetts Actuary 


a member 
Massachu- 


Gardiner Russell of Boston, 
of the examining force of the 
setts Insurance department for the past 
year, has been appointed assistant to 
Actuary Arthur B. Lines of the depart- 
ment. He succeeds Russell O. Hooker, 
who resigned Jan. 1 to go to the New 
York department and who has more re- 
cently become actuary of the Connecti- 
cut department Mr. Knight is a gradu- 
Harvard and for two years was 
associated with the savings bank life in- 
surance department in Massachusetts. 


ate ol 


Honor Moss at Cleveland 


An all-day conference was held by 
the Cleveland office of the Equitable 
Life of New York in honor of Herman 
Moss, general agent, who has been con- 
nected with the company for 30 years. 
The celebration came at the conclusion 
of a 30-day drive in which the Cleve- 
land office accounted for $3,040,000 of 
business. It included $2,060,000 of for- 
warded business on 338 lives and $980,- 
000 in group insurance. 

Emmet J. Murphy and Charles E. 
Thayer of the group department at the 
home office were present for the edu- 
cational conference. At the banquet 
Ralph B. Hunter, dean of the Cleve- 
land agency, was toastmaster. Among 
the speakers were Mr. M. Duff, presi- 
dent of the Edward A. Woods agency 
of Pittsburgh, and Carl M. Updegraff 
of the Cleveland agency, who extended 
greetings to Mr. Moss. Franklin T. 
Jones was declared honor agent for the 
testimonial period. 





Taggart to Conduct Round Table 


In order to bring closer together the 
insurance agents of Pennsylvania and 
Insurance Commissioner Taggart, the 
program committee of the Pennsylvania 
Federation’s Insurance Days, at New 
Castle May 28-29 has invited Commis- 
sioner Taggart to conduct a “commis- 
sioner’s round table.” 

The round table will be conducted at 
the “Dutch breakfast” the morning of 
May 29. A question box has been in- 
stalled and all agents having questions 
they would like to have discussed by 
Colonel Taggart have been asked to 
mail them to the general chairman, J. C. 
Williams, of Williams-Cleaveland Com- 
pany, New Castle. On the morning of 
the round table, the questions will be 
opened by a committee which will de- 
termine which ones are to be presented 
to Mr. Taggart for discussion. 





Read Wants Department Actuary 


The establishment of an actuarial de- 
partment, with insurance rate experts 
to compile statistics for fighting in- 
creases in rates, is one of the crying 
needs of the Oklahoma insurance de- 
partment, according to Jesse G. Read, 
commissioner. He says the department 
should have these figures available at 
all times and especially when requests 
are received for rate increases or de- 
creases. When companies apply for an 
increase, they are equipped with statis- 
tics and reports of expert actuaries and 
he thinks the department should be 
armed with its own statistics to guide 
its officials. Mr. Read said that in his 
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annual report he will recommend that 
the next legislature establish such a de- 
partment. 





Toledo Travelers Meeting 


About 25 agents from Akron and 
northern Ohio for the Toledo Travelers 
Life gathered at the Akron office for 
a regiénal conference. H. E. Crain, lo- 


cal manager, had charge of the meeting. 


O. C. Norton and J. J. O'Neill from the 
home office were present 
Morey in New Office 

John G. Morey, formerly manager 
for the Phoenix Mutual Life in Detroit, 
who has become manager of the Guard- 
ian Life in that city, has taken new 
offices in the Eaton Tower, which were 
opened Tuesday. Howard B. Salot, the 


former manager of the Guardian, will 


hereafter give his attention to personal 
work 
Has Record Ten Days 

In a ten-day drive in honor of Pres 
ident Parkinson of the Equitable Life 
of New York, the Philadelphia agency 
under T. A. Griffiths wrote nearly 400 
applications for a total of $1,766,000. 
This huge 10 day total was amassed de- 


Manager Griffiths, 
about during the 


spite the illness of 
who was unable to be 


entire period. This also set a new rec- 
ord for monthly production for this 
agency. 
Eastern Notes 

J. Elliot Hall, New York general agent 
for the Penn Mutual Life, is in Little 
Rock, Ark., this week, attending the 
general agency conference of his com- 
pany 

James P. Graham, Jr., Brooklyn gen- 
eral agent for the Aetna Life, gave an 
agency luncheon at the Chamber of 
Commerce Monday noon to launch the 
two months’ drive in honor of Vice 


President K. A, Luther 
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ELLSWORTH WINS HIS CASE 


Former Agent of Peoples Life of In- 
diana Receives Favorable Decision 
in Supreme Court 


The Illinois Supreme Court has de- 
nied a petition for a writ of certiorari 
for a review of the case of the Peoples 
Life of Indiana which was ordered by 
the Winnebago County Circuit Court to 
pay $4,000 to A. L. Ellsworth. The 
Peoples Life was charged with mali- 
cious prosecution and false imprison- 
ment by Mr. Ellsworth. He became 
connected with the company February, 


1925. He was located at Rockford, IIl. 
Two months later the state manager 
visited Rockford, took Mr. Ellsworth’s 


books out of his office and ordered his 
arrest on charge of embezzlement. The 
grand jury indicted Mr. Ellsworth. He 
was tried in January the following year. 
He claimed that he had spent the money 
as the company directed. The jury 
found him not guilty. After his ac- 
quittal he sued the Peoples Life and was 
awarded $4,000 damages. The com- 
pany carried the case to the appellate 
court, which sustained the verdict of the 
circuit court. 


FINISH NEBRASKA PROGRAM 
Biggest Gathering of Insurance Men 
Ever Held Is Expected at 
Lincoln on May 18 





The program for Nebraska Insurance 
Day, to be held at Lincoln May 18, has 
been completed, and the committees in 
charge look for the largest gathering of 
insurance men in all lines that has ever 
been held in the state. A special train 
is being run from Omaha, and cooperat- 
ing with the Lincoln Chamber of Com- 
merce subdivision are the Insurance 
Federation of Nebraska, Nebraska As- 
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A prompt inquiry 
by return mail ex- 
pressing your de- 
sires or ambition 
will bring infor- 
mation that will 
enable you to cash 
in on your ability 
and experience 
on a_ profitable 
basis NOW—not 
SOMETIME. 








LIBERTY LIFE 
Life - - Accident - - Health 


Participating — Non-Participating 


A complete program of serv- 
ice for AGENTS, POLICY- 
HOLDERS and PROSPECTS 


Field Supervisor wanted for West Coast 
States. 
General Agent wanted to fill and 
assume charge of San Francisco o at 
once. 
General Agency opening in Omaha, Kan- 
sas City and St. Louis. 
Real opportunities worth while 
IF—your references and qualifications 
are satisfactory. 


Replies strictly confidential 


The LIBERTY LIFE 


INSURANCE COMPANY > 
Topeka, Kansas 


CHARLES A. MOORE, PRESIDENT 
F. A. Ferguson, Agency Vice President 











We h i in Ala., Ark., Dela., 
sien ae N. M., N. C., Okla., S. D., 


Our Agents Have 
A Wider Field— 





Va. and Wyo. 


An Increased Opportunity 





terly premium plan. 





Because we have 


Age Limits from 0 to 60. ; , 
Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family's insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and 
Males and Females alike. 

Standard and Substandard Risk Contracts, i 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 


D. C., a. Se, Ill, Ia., Kans., Md., Mich., 


Permanent Disability features for 


i. e. less work for nothing. 








Liberal disability benefits. 





WE HAVE SPLENDID GENE 
OHIO, IOWA, MISSOURI, PENN 
AGENCY IN YOUR VICINITY, WRITE TO US. 

WE OFFER YOU VERY DISTINCT ADVANTAGES 
act, long term renewals. Jae 
both participating and non-participating. 


beginning at end of first year, with further 


Splendid General Agency Contr: 
All standard forms of policies, 


Guaranteed Premium Reduction Coupons, n 

cash dividends each year after Ce gran, macing very aw a ae, bie to wie 
ial communication is invited if you have a clean ! 

Confidential munication is invi i ye oe Oe eu oun ane A 


i lop a Genera t 0 
insurance yourself and to develop : to pour fit, 


own limitations, Can you measure up? s 
the door to the larger opportunity and larger income of which you have dreamed? 


GIRARD LIFE INSURANCE COMPANY 
Opposite iedapondcnes Hall 
PHILADELPHIA, PA. 


FARE YOU READY FOR ADVANCEMENT? 


LOO HE TIME WHEN YOU WOULD OWN 
HAVE YOU KED FORWARD 70 T DO LARGER 
P 


RAL AGENCY OPENINGS IN MICHIGAN, ILLINOIS, 
SYLVANIA AND NEW JERSEY. IF WE HAVE NO 


Can you make this the turning 














UNDERWRITER 
sociation of Insurance Agents, Omaha 
Life Underwriters, Nebraska Associa- 
tion of Mutual Insurance Companies, 
Blue Goose, Lincoln Life Underwriters, 
Omaha General Agents & Managers 
Association and Omaha Insurance 
Agents Association. The program fol- 


lows: 

“Welcome to city, by Mayor Verne 
Hedge. 

“How Nebraska Insurance Department 


Can Help Agents,” J. R. Dumont, state 
insurance commissioner. 

“Insurance Day, Its Significance and 
Value,” Frank M. Chandler, Chicago, 
chairman national insurance day com- 
mittee. 

“Is Government Fitted to Handle In- 
surance?” Henry Swift Ives, Chicago, 
vice-president Casualty Information 
Clearing House. 

“Insurance Taxation,” H. P. Janisch, 
Chicago, general manager American Mu- 
tual Alliance. 

“Fire Insurance and Economic Aspect 
of Fire Waste,” C. J. Doyle, assistant 
counsel National Board of Fire Under- 
writers. 

“Life Insurance,’ 
Louis, general counsel 
Convention. 

The program closes with a banquet in 
the evening at which Frank T. B. Mar- 
tin, president Insurance Federation of 
America, will preside, and at which the 
main speaker will be James Victor 
Barry, vice-president Metropolitan Life. 


* Claris Adams, St. 
American Life 


—_——— 


BUSINESS MEN’S ASSURANCE 
CONDUCTS SALES SCHOOL 





E. J. Montague, supervisor of the 
Kansas City territory for the Business 
Men’s Assurance, is conducting a 10 
weeks’ school of salesmanship, which 
concludes June 25. The course is given 
without tuition to business and profes- 
sional men by the Business Men’s As- 
surance. W. T. Grant, president of the 
B. M. A., is offering the course to sales 
executives and ambitious young men of 
Kansas City as an expression of appre- 
ciation for the loyalty of Kansas Cityans 
to the Business Men’s Assurance. The 
classes will be held each Monday even- 
ing, with two lessons at each session. 

Mr. Grant will speak on “A Young 
Man’s Opportunity.” Other speakers 
are E. J. Montague, A. W. Hogue, vice- 
president of the B. M. A.; J. C. Higdon, 
actuary and manager of the life depart- 
ment; C. W. Rogers, director of field 
service, and Ray Lloyd, division man- 
ager of the Sheldon School of Sales- 
manship. 





Vermillion’s Men Hold Convention 


The annual convention of the Mil- 
waukee and upper Michigan agency field 
club of the Mutual Life of New York 
was held in Milwaukee recently. This 
agency is in charge of Manager Gifford 
T. Vermillion. Among the speakers 
were Agency Organizer Walter E. Rigg, 
R. F. Altenhofen, instructor of city 
agencies; Cashier Harry A. Pierce, 
Medical Referee O. E. Lademan, Brad- 
lee Van Brunt, Edna C. Crosby, Dis- 
trict Manager Fred F. Frusher, Roy 
Barnes, R. E. Caves, P. G. Gibson, 
Gustave Keller, R. F. Zimdars, District 
Manager L. E. Pennewell, District 
Manager R. K. Overton, District Man- 
ager A. M. Hulburt and Manager Ver- 
million. 





Keeley’s Team Wins Contest 


Robert E. Keeley’s team won the 
baseball contest conducted in April in 
the Darby A. Day general agency of 
the Union Central Life in Chicago, eas- 
ily running away with the series. Rat- 
ing was done on the day-to-day basis, 
as is rating in the baseball leagues, and 
the Keeley team outhit and outfielded 
all its competitors. April production in 
the Day agency, advance figures show, 
was about $1,400,000 





John Gordon in New Quarters 


John Gordon, Chicago manager of the 
Home Life, has moved into his new 
quarters at 1345 State Bank building, 
which was recently opened. James A. 
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Fulton, vice-president and agency di- 
rector, and Dr. C. F. S. Whitney, med- 
ical director, were in the city when Mr, 
Gordon took over his new offices. 

Mr. Gordon, who is new in the Chi- 
cago field, whence he arrived from New 
York, has made a splendid production 
showing, consistently increasing his pro- 
duction each month. In January, 19238, 
his production was $280,000; in Febru- 
ary, $310,000; in March, $330,000, and 
in April, $756,000. 


Attend General Agents’ Meeting 


Alexander E. Patterson and Arthur 
Loeb of Stumes & Loeb, both Chicago 
general agents of the Penn Mutual Lite, 
left Chicago last Sunday for the com- 
pany’s general agents’ convention at 
Hot Springs, Ark., May 1-4. Mr. Pat- 
terson will return to Chicago from “the 
Springs” in time to direct the removal 
of his offices from 134 South La Salle 
street to the State Bank of Chicago 
building. The formal opening of the 
new offices is scheduled for May 7. 

Mr. Patterson was appointed a Penn 
Mutual general agent only recently. 
One of his first tasks in his new con- 
nection was to enlarge the agency staff. 
He already has contracted with 10 full- 
time agents and has appointed two 
agency supervisors. He will add more 
men to the agency staff soon after he 
opens offices in the new location. 





Test Case on University Group 


The test suit involving the authority 
of regents of the University of Minne- 
sota to take out group insurance for unt- 
versity employes will be argued in the 
state supreme court June 7. The re- 
gents won their case in the lower court 
although only a $50 insurance item was 
involved. If the regents are upheld in 
the supreme court they propose to carry 
group insurance for all faculty members 
and other employes who desire to par- 
ticipate in it. 





National Fidelity at Sioux City 


Emery H. Gustine was introduced as 
new branch manager of the National 
Fidelity Life at Sioux City, Ia., at a 
dinner last week for members of the 
agency staff, attended by 100 representa- 
tives, business men, bankers and gen- 
eral agents from Des Moines, Fort 
Dodge, St. Ansgar, Rock Rapids and 
Soldier. President Ralph H. Rice, a for- 
mer Sioux City resident, was principal 
speaker. The company was organized 
but it transferred its headquarters from 
Sioux City to Kansas City a few years 
ago. 





Williams With Bankers Reserve 


N. H. Williams, formerly supervisor 
of agencies for the Fidelity Mutual Life, 
has been appointed supervisor of 
agencies for the Bankers Reserve Life 
of Omaha in charge of the central di- 
vision, embracing Illinois, Indiana and 
Michigan. Mr. Williams brings to the 
company many years of sales experience. 
An intensive development campaign is 
planed under his direction in that terri- 
tory. 





Agency Writes Large Amount 


The life department of R. B. Jones & 
Sons of Kansas City, Mo., wrote $2,- 
500,000 of life insurance in March and 
April, the largest part having been 
written by Kenneth Snyder, Cliff Jones 
and Wiley Pendleton. The goal of the 
department for the first year dating from 
Sept. 15, 1927, is $5,000,000, of which 
close to $4,000,000 has been written and 
paid for to date. The agency has a con- 
tract with the Travelers. 





Provident Life Meetings 


Regional meetings of agents of the 
Provident Life of Bismarck, N. D., have 
been held recently at Mobridge, S. D. 
Minot, N. D., and Dickinson, N. D. 

F. L. Conklin, secretary and general 
manager of the company; C. C. Hos 
kins, in charge of agencies, and W. 0 
Hoogestraat, field supervisor, all of Bis 
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marck, are attending the regional meet- | 


ings, which include business sessions, a 
banquet and a theatre party. 

At Mobridge 35 agents attended, while 
t Minot there were more than 60 agents 
in attendance. 

The meetings are held to stimulate 
activity among the company’s 
and to make plans for the year. 


agents 





Travelers Fargo Meeting 


D. J. Bloxham, supervisor of the 
agency field service for the Travelers, 
was the principal speaker at the two-day 
meeting of North Dakota agents held 
in Fargo, April 26-27, and attended by 
Mr. Bloxham spoke on “The 
Lynner 


:0 agents. 
Significance of Our Job.” A. T. 
of Fargo is state manager. 





Big Sales Meeting Planned 


MINNEAPOLIS, May 2.—From ad- 
vance reports the fourth annual sales in- 
stitute conducted by the Life Underwrit- 
ers Association of Minneapolis will set 
a record in enrollment. 

Due to the fact that no simultaneous 
institute will be held in St. Paul this 
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year as in the past, a large attendance 
from that city is counted on. In addi- 
tion the country agents who in the past 
split between the two cities will all come 
to Minneapolis this year. 

The institute will be held May 16-17 
at the Nicollet hotel. Speakers include 
Judge Charles J. Orbison, Rev. M. H. 
Lichlighter, Tressler W. Callihan, Na- 
thaniel Seefurth, Mrs. D. H. Ward, 
Darby A. Day, Dr. L. G. 
Frank See. 


Managers’ Meeting Held in Chicago 


Twenty-three regional 
the Fidelity Mutual Life from Illinois, 
Ohio, Missouri, Kansas, Michigan and 
Minnesota met in conference in Chi- 
cago on Monday and Tuesday of this 
week. The meeting was one of a series 
of managers’ conferences each year. The 
regional Managers’ and Leaders’ club 
convention is held in the fall and is 
scheduled for Hot Springs, Va., this 
year. Present from the home office at 
the Chicago meeting were Frank H. 
Sykes, vice-president, J. R. 
comptroller, and Dr. C. A. Van Der- 
voort, assistant medical director. 





IN THE SOUTH AND SOUTHWEST 





NEW BIRMINGHAM COMPANY | APPROVE TEXAS PUBLICITY 


American Reserve Life Is a Million 
Dollar Institution About Ready 
to Begin Business 


BIRMINGHAM, ALA., May 
Alabama will soon have another million 
dollar life company doing business in this 
and adjacent states, judging by the 
recent announcement of Thomas 
Wert of Decatur, Ala., president of the 


. 
eed 


W. | 


| tising campaign. 


i 


newly organized American Reserve Life | 


of Birmingham. 

This life company will begin busi- 
ness with a capital of $1,000,000 and a 
surplus of similar amount. 

Although the policy of this new com- 
pany will be to concentrate on Ala- 
bama business, an early attempt will 
be made to expand into 
states and, before 10 months are passed, 
to be writing in as many different states, 
officials declare. 


| farm journals and a trade paper. 


neighboring | 


Besides President Wert, other officers | 


of the American Reserve Life are Gen. 
R. E, Steiner, Montgomery; C. B. 


Verner, Tuscaloosa; W. C. Black, Troy, | 


and J. H. Loveman, Birmingham, vice- | land 
| lane 


presidents; J. C. Shepherd, of Berry, 
treasurer; McAllen Farris, secretary; 


Dr. E. M. Mason, medical director; Dr. | 


William L. Cowles, associate 


director; Judge Hugh H. Locke, gen- 
eral counsel, and John A. Copeland, 
actuary. These last named men are 


residents of Birmingham. 

Judge Wert, the newly elected presi- 
dent, has served two terms as circuit 
court judge at Decatur, Ala., and has 
been practicing law for 27 years. 

Gen. Steiner, vice-president, is widely 
known in financial circles of Alabama. 
C. B. Verner, another vice-president, is 
an executive of the Merchants Bank 
& Trust Company, of Tuscaloosa. 

W. C. Black is associated with the 
Henderson-Black Company of Troy, 


medical | 


Ala.. and J. H. Loveman is part owner | 


of Loveman & Joseph Loeb, one of 
Birmingham's largest department stores. 

Thirty directors, including men from 
virtually all sections of the state, have 
deen selected. 

No date has yet been set for the com- 
mencing business, but officials predict 
that this will not be long. Funds of 
the company will be invested in Ala- 
bama securities, it was said. 


American Southern Enters Texas 





License to do business in Texas was 
Rranted this week to the American 
Southern Life of Lake Charles, La. Cap- 


ital stock was given as $5,858, with no | 


surplus. W. H. Stark of Orange, Tex., 


‘Ss president of the company. 





Thirteen Companies in Move to Adver- 
tise in State Publications for 
Three Years 


DALLAS, TEX., May 2.—An an- 
nouncement has been made that the life 
insurance companies of Texas have ap- 
proved a three-year cooperative adver- 
Daily newspapers in 
the key cities of the state will be used 
for the advertising, coupled with two 
Com- 
will join in the campaign 
are the Alamo Life, San Antonio; 
American Life, Dallas; Amicable Life, 
Waco: American Provident Life, Hous- 
ton; Great National Life, Dallas; Har- 
vester Life, Dallas; National Security 
Life, Wichita Falls; San Jacinto Life, 


panies that 


Beaumont; Seaboard Life, Houston; 
Southern Union Life, Fort Worth; 
Southland Life, Dallas; Texas Life, 


Waco, and United Fidelity Life, Dallas. 
Supervisory Committee Named 
Harry L. Seay, president of the South- 


Life; Graham Dowdell, president 
of the Alamo Life; John D. Mayfield, 


Sykes and | 


managers of | 


Sykes, | 


president of the Texas Life; Tom Poy- | 


the Southern 
Bigger, president 
have been ap- 
supervise the 


nor, vice-president of 
Union Life, and A, C. 
of the American Life, 
pointed a committee to 
campaign. 
urer. 
relations for the Southland Life, has 
been appointed as ex-officio and working 
member of the committee. 


Plans have already been made to 
broadcast a health talk over 12 radio 
stations in Texas. Announcement will 


be made in these talks at the opening 
of the campaign. It is likely that the 
health talks will be continued under the 
auspices of the Texas companies every 
month. 

It is planned to tell the story of life 
insurance in general and Texas life in- 
urance in particular in the advertise- 
nents. Combined with this will be 
advertisements designed to show the 
neople of Texas the seriousness of laps- 
ing policies. Other advertisements will 
be planned for the purpose of increasing 
the standards of life insurance agents 
in general. Some of the comnanies not 
included in the campaign at the present 
time have signified their intention of 
joining the beginning of next year. 

The contributions to the campaign are 
based on percentages of premium in- 
come with a minimum for the smaller 
companies. 

It is likely that the campaign will be 


Mr. Bigger will act as treas- | 
Lorry Jacobs, director of public | 








































































































































































































































































































































































































































































































































































































UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


1. Ordinary Life 5000 Special Contract. 

2. Personal Life Monthly Income for rejected risks. 

3. The best and most liberal sub-standard facilities. 

4. Children’s policies for Educational purposes from Age 1 day to 10 years. 

5S. Total and Permanent Disability Clauses. 

6. Double Indemnity clauses, paying double the face of policy im case of accidental 
death. 


These and many other new and unique features make 
“The Columbia” attractive to men, 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 






































Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail. It aims at quality and to be highly honorable in all its dealings. 

In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 
34 NASSAU STREET 


NEW YORK, N. Y. 

















THE NATIONAL 
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* SERVICE 


and * CO-OPERATION ” 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


St. Paul 


Cc. D. MAC LAREN 


President 


of Minnesota 
Minnesota 


M. A. NATION 


Vice-President and General Manager ad 
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Your 1928 Tool Kit 


OUR success in 1928 will be measured by the 
service you have to offer. The tool kit of the 


Ohio National salesman contains: 

1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
3—Unusual facilities for accepting sub-standard 


risks from the Company’s own agents. 


4—Juvenile Policies issued at ages 1 to 11, with 


waiver of premium on the father. 


5—Budget premium payment plan. 


d all the standard tools furnished b com 
The foraging et Dist te Tie Us wun the Obie Nedicaal™ 
For information in regard to an agency contract address: 





The Ohio National Life 


Insurance Company 
Cincinnati, Ohio EE. 


Supie of Agente 




















YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 


Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address D-33 
Care The National Underwriter 





| watched with unusual interest because 
of its bearing on the question of whether 
or not a national advertising campaign 
| for life insurance companies is possible. 





Launch Pinnacle Old Line 


The Pinnacle Old Line Insurance 
Company of Little Rock, Ark., has filed 
articles of agreement and incorporation. 
Jack Walker of Little Rock, well known 
insurance man, is president. Robert 
Bailey and A. B. Priddy, both of Rus- 
sellville, are vice-presidents, and J. B. 
Simms of Russellville is secretary. These 
officers and F. V. McCoy of Little Rock 
make up the board of directors and they 
and R. M. Priddy, son of the vice-pres- 
ident, are the incorporators. The Pin- 
nacle Old Line will operate on the mu- 
tual legal reserve plan. 





Fight “Mutual Aid” Assessments 


Employment of an attorney to file 
court action against what they believe 
to be unjust assessments was authorized 
at a meeting at Fayetteville, Ark., of an 
executive committee from the Mutual 
Aid Protective Association, an organi- 
zation of policyholders in mutual aid 
unions of Arkansas and Oklahoma. Or- 
ganization was perfected with J. W. 
Woolverton of Prairie Grove as chair- 


secretary-treasurer. 





C. D. Corey on Agency Tour 


C. D. Corey, vice-president and super- 
intendent of agents of the Pan-Amer- 
ican Life, recently made an agency trip 
through Alabama and Tennessee. Mx. 
Corey is now on a trip in Texas, where 
he will visit E. W. Wade at Gonzales, 
Dr. E. B. Waggener at San Antonio 
and Frank J. Story at Houston. 





Central States Oklahoma Meeting 


James A. McVoy, president of the 
Central States Life of St. Louis, and 
George Graham, vice-president, were key 
speakers at an agency meeting called 
by Marmaduke Corbyn, state manager 
for Oklahoma. The banquet was at- 
tended by 60 Oklahoma agents. 





Sun Life Opens in Birmingham 


BIRMINGHAM, ALA., May 2.— 
Opening of a Birmingham branch office 
of the Sun Life of Canada, one of the 
largest Canadian companies, was an- 
nounced today by William C. James. 
Mr. James will be in charge of the Bir- 
mingham division. 

The Sun Life, founded in 1864 in Mon- 
treal, has now established 35 divisions 
in the United States, Mr. James said. 

A large amount of the company’s capi- 
tal is invested in American bonds. As- 
sets are given as $400,000,000, with more 
than $1,500,000,000 of insurance in force. 





Alamo Life Roundup 


The roundup of the agents of the 
Alamo Life was held at the home office 





man and Grant Smith of Fayetteville, | 





in San Antonio May 3 with some 
agents ‘attending. 
up was a special affair which agents pro. 
ducing at least ten applications totalling 
$15,000 paid for business between Mare 
1 and May 3 attended. 

The day was devoted to a complet 
and thorough one-day sales school. Be 
cause of the school a number of agent 
who were not in the contest attende 





Work in Oklahoma 


The Sentinel Life is doing some ip. 
tensive development work in Oklahoma 
C. C. Smith, field supervisor, is in thx 
territory and northern Texas. Th 
Sentinel has a well developed repre. 
sentation in Texas and its plan is t 
develop Oklahoma as well in order 
fill the gap between the Texas agenc 
force and the home office. 





After Unlicensed Agent 
OKLAHOMA CITY, May 3.—T! 
Oklahoma Insurance Board has r. 
quested officials of the Reserve Loa 
Life to go to Alva, Okla., and adjus 
irregularities with the premium collec 


tions by an unlicensed agent, A. L 
Roark, secretary, announced.  Repor 
from Alva were that an agent giving 


the name of Harry Adams had collecte 
cash and notes from teachers of Wood 
country aggregating $1,712. In_ repl 
tc a letter from the company with r- 
quest for license for Adams, the I[nsur 
ance Board refused the license, stating 
that an investigation had disclosed thy 
the insurance policies had been sol 
by C. R. Williams, to whom the boar 
had several times refused a license, afte 
revoking the one he once held. Mr 
Roark said that Williams was charged 
with selling insurance in different par: 
of the state under an assumed name. 


Boone at Oklahoma City 
The Midland Life of Kansas City hel 
an agency meeting last week in Okl- 
koma City, with President Daniel Boon 
as the principal speaker. 





Visit Florida and Alabama 


William H. Harrison, superintenden 
of agencies of the Atlantic Life, accom 
panied by M. T. Abel, assistant super 
intendent of agencies, was visiting the 
Florida agencies of the company this 
week. They also visited Birminghan 
Ala. There they were in quest of : 
general agent to represent the compat 
in that territory. 


Business Men’s Holds Schools 
C. W. Rogers, field supervisor of th 


Business Men’s Assurance, is holding 
a sectional school in Nashville, Tent 
this week. A. W. Hogue and J. # 


Torrance of the B. M. A. will conduc 
the sectional meeting on Thursday ant 
Friday following the school. Next wet 
the B. M. A. will hold a sectional mett 
ing and school in Louisville. 











PACIFIC COAST AND MOUNTAIN FIELD | 














Heber J. Grant of Salt Lake City Cele- 
brates Completion of 50 Years 
in Insurance Business 





SALT LAKE CITY, UTAH, May 2. 


J. Grant & Co., general insurance agents, 
and of the Utah Home Fire and the 
Beneficial Life, celebrated a half cen- 
tury of insurance activity Saturday. 
The celebration was held in connection 
with the formal opening of the new 
quarters of the Utah Home Fire and 


the old Home Fire Building. 

Mr. Grant, now in his early 70's, be- 
gan to write insurance 50 years ago. 
In the early 80’s a co-partnership was 
formed, known as Heber J. Grant & 





ROUNDS OUT HALF CENTURY | 


Co. Dec. 11, 1888, the firm was incof 
porated. 


The Home Fire, for some years pa 


| the Utah Home Fire, was organized bs 
| Mr. Grant Sept.. 30, 1886, with hims¢! 


as president, but it was not until the 
present century that the Beneficial Lit 


| was organized. 


—Heber ]. Grant, president of the Heber | 


Heber J. Grant & Co., a remodeling of | 


Mr. Grant is head of the Mormon © 
Latter-day Saints Church of this «it! 
and in this capacity and in his capaci! 
as an insurance leader and an industri 
and commercial leader, he is preside™ 
or director of many important enter 
prises today outside of insurance. 





Riordan Quits California Post 
John H. Riordan, deputy attorney st 


| eral of California since 1912 and for 


| past few years in charge of insurance it 
gation for the state, has resigned to ™ 


come associated with the law rm 


This particular rouné. 
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Knight, Boland & Christian, insurance 
attorneys and representatives of the As- 
sociation of Life Presidents. He will be 
succeeded by Neil Cunningham, a mem- 
ber of the Fresno bar. 





Organizing National Union Life 


Dunton, 





Ford E. who was formerly 
with the Western Union Life, is now 
ushing the organization of the National | 
Union Life of Spokane with $250,000 

pital. Among the men back of him 

G. I. Toevs, vice-president Centen- 


nial Mill Company; H. H. Hebert, presi- 


lent and general manager Kemp & He- | 
bert Company; Roy R. McGill, vice- | 
resident Holley-Mason Company; R. J. 
Stephens, president, Stephens Grain 
jompany; Attorney Arthur W. Davis; 
W. H. Thompson, manager, Standard | 


il Company. It is understood that five 
tormer officers or department heads of 
the Western Union Life will be put in 
ctive charge of the company. These 
en believe that there is a place for a 
northwestern company ably managed. 
They say that the Western Union Life 
great success and the National 
Union Life can duplicate it. 


was a 


Opens Long Beach Office 


The Los Angeles branch of the Trav- 
elers has opened an office at Long 


Beach, Cal., with Philip B. Putnam in | 


charge as assistant manager. He 


t | 
has | 


LIFE 


| been field assistant and instructor at 

| Los Angeles for the last three years 
The new office is located in the Pacific 
Southwest Bank building. Ralph E. 
3ridges, formerly field assistant at St 
Louis, will succeed Mr. Putnam at the 
St. Louis office. 





New License Forms in Use Soon 


Because all objections presented 
against the adoption of the proposed 
new form for application for agent's 
license had been met, Commissioner 


Detrick of California has proceeded to 


have the forms ready for early dis- | 
tribution, All agents in the state, re- 
gardless of past records, will be com 


pelled to meet the requirements of the 
new form, which also requires additional 


information and details from the ap- 
pointing companies. 

Several conferences were held witl 
the commissioner by representatives of 


the companies and the California Asso- 
ciation of Insurance Agents. Many com- 
pany officials were opposed to the new 
form because they said it would entail 
considerable expense to the companies 


Idaho Writings Show Decrease 

New legal reserve life insurance writ- 
ten and paid for in Idaho in 1927 fell 
6.4 percent below the mark set during 
1926. In exact figures the new ordi- 
nary life insurance transactions were 
$2,251,409 below the 1926 figures. 











| IN THE ACCIDENT AND HEALTH FIELD | 





COMMISSIONER TOOK HAND 


State Official Forced Company to Renew 
Policy When Assured Was 
Preparing for Operation 





There is evidence that some insurance 
commissioners are making it difficult for 
companies to refuse renewal of accident 
and health policy premiums where stand- 
ard provision 16 is omitted, and the pol- 
icy is writen on the non-cancellable term 
basis. The policy of a man having .re- 
ceived payment of a claim and known 
by the company’ to be preparing, by 
building up bodily strength,for an opera- 
tion, was carried to renewal date and 
then when the company refused to accept 
renewal premium, the insurance com- 
missioner insisted that the company ac- 
cept the premium. His argument was 
that the company has withdrawn stand- 
ard provision 16, and that agents gener- 
ally take advantage of the withdrawal of 
this provision to indicate that the policy 
sold is entirely non-cancellable. In the 
circumstances described he ruled that 
while technically speaking, a claim was 
not pending, morally speaking it was 
pending as the man was preparing for an 
operation and could not obtain additional 
mMsurance. The insurance commissioner 
granted freely that if standard provision 
16 were in the policy, he would raise no 
Protest against the company’s exercising 


its option under this provision. 





Accident Case Decided 


Whether Certain Death Was Caused 
by External, Violent and Accidental 
Means.—This was an action on an acci- 
dent insurance policy which incorporated 
by reference the constitution and by- 
‘AWs of defendant association. These 
Provided that the association would pay 
for bodily injuries or death where same 
Was caused by external, violent and ac- 
idental means independently of all other 
“auses and is the sole cause of the death; 
~d that the association should not be 
racy for injury causing death resulting 
, voluntary over-exertion unless in 
& humane effort to save human life. It 
— that the insured ruptured a 

vessel, which resulted in his death 
Shortly thereafter, as a result of the ex- 
*rtion required to handle an automobile, 
ee was attempting to get back on 
Reteosite hich he had missed, and which 
SSitated his driving through soft 


p “am and stump holes in a woods. 


Held, that there could be no recovery 





}as 





on the policy for the evidence did not 
furnish any substantial proof that the 
death of the insured resulted from ex- 


ternal, violent and accidental means, but 
on the contrary showed that it was the 
result of a cause expressly excepted, 
viz., voluntary over-exertion. Here, both 
the accidental and external elements 
were lacking from the means which pro- 
duced death. Death was caused not by 
the fact that deceased accidentally or 
unintentionally got off the road, but by 
the fact that he over-exerted himself in 
trying to get back into the road. 

Lyon vs. Travelers Protective, U. S&S. 
Circuit Court of Appeals, 4th Circuit. 





Negro Companies Meet 


The National Negro Insurance Asso- 
ciation, composed of 30 life, or life, 
health and accident insurance companies, 
held its eighth annual session in Colum- 


bus, O., this week. Half a dozen states 
were represented. The sessions were 
presided over by Dr. J. E. Walker of 
Memphis, president of the Universal 
Life. 


Celebrate Louisville Record 


Agents in Louisville, Ky., of the Wash- 
ington Fidelity National, with their 
wives and friends, were guests of the 
company Saturday night, celebrating the 
achievement of Louisville district No. 1, 
which led the entire country for the first 
three months of the year. James F. 
Ramey of Chicago, secretary of the com- 
pany, was the guest of honor and spok¢ 
at the dinner, as did J. B. Blandford, 
assistant secretary, and Harry N. Lukins 
of Louisville, general counsel. T. B. 
Lockart, district manager, presided. 


Business Men’s Premiums 


The total premiums of the Business 
Men’s Assurance of Kansas City, includ- 
ing life, accident and health in 1927, were 
$4,912,828. A mistake was made in giv- 
ing the total premiums in a recent issue 
the accident and health premiums 
were omitted. 


National L. & A. Promotions 


P. A. Coelho of Chicago No. 3, John 
Spedel of Omaha and D. P. Powell of 


Meridian have been promoted to super- 
intendencies in their respective districts, 
by the National Life & Accident. 


Names Field Superintendents 


The Washington Fidelity National an- 
nounces the promotion of Agent D. G. 
Nelson of Mobile and Joseph T. Sicard 
of New Orleans to field superintendents. 


INSURANCE 





EDITION 


Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 











Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


— 


Wanted: A few General Agents 
in each State. 


—_—_——_ 


Service to Policyholders Unsurpassed 


l 





























Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign 
to organize the man-power of its Field force through care- 
fully selected additions and through education and coopera- 
tive supervision. 

Important General Agency appointments are being 
made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- 
ably at work. Address— 

Hugh D. Hart, Vice President 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 























$7.25 Invested This Way _ 
Pays Big Profits 


It pays and pays BIG to know when you owe it to your 
policies expire—what kinds of insurance business to send 

your client is holding—how much more coupon NOW. 

he needs—how much you have coming 
in renewals—what accounts are delin- 
quent. For then you can go out after 
the delinquents while there is still 


FRED P. McKENZIE 
Executive Secretary 


* 
tee, time. You can approach your LIFE UNDERWRITERS 
NEO Gients with pro- ASSOCIATION 
% Mey, Me posals that fit the indi- 4 
% Ve, vidual cases—you can os ta 
: op see him near his 


r 


‘ birthday — Surely, ~ 
% a 
%," “me” ACCURATE LOOSE LEAF CO. 
x. “/ 81 NASSAU STREET 


NEW YORK CITY, N. Y. 




















The Life Insurance Company of Virginia 
1871 57 Years of Existence 1928 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virginia 
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NATIONAL 
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Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organized 1845 














GLOBE MUTUAL LIFE 
INSURANCE CO. 


431 S. Dearborn Street Chicago, Illinois 


INCORPORATED BY THE STATE OF ILLINOIS 1895 


T. F. Barry, Founder 
CLAIMS PAID “ON SIGHT” 


POSE BARRY DIETZ, 
President 


WM. J. ALEXANDER, 
Secretary 
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BUSINESS OF 1927 
.$ 137,490,000 | 
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New Insurance........ 
EEE ene errr se rer 


9,688,000 


. 1,023,263,000 
85,043,000 


Insurance in Force.................-. 
Increase 


esooesoveecneoecCeoescenoseane ene 6 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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NEWS 


ABOUT LIFE POLICIES 














PRICE, $4.00 and $2.00 respectively. 


New Policies, Peuntans Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest’’ and ‘‘Little Gem,”’ Published Annually in May and April respectively. 

















LIMITS ARE NOW INCREASED | 


Connecticut Mutual Life Makes An- 
nouncement As to Its New Sched- 
ule of Insurance 


The Connecticut Mutual Life has 
raised the limits of the amount of in- 
surance granted on a male life to $300,- 
000, ages 25 to 50. 

This is an increase of $100,000 over 
the previous limit, which for several 
years has remained at $200,000. A 
graded scale of increased limits has also | 
been prepared for ages under 25 and | 
over 50. 

As in the past, women are eligible | 
for coverage up to one-half the corre- 
sponding limit for men at the same 
ages. Under the new ruling, therefore, 
women ages 25 to 50 may secure a 
maximum of $150,000, which represents 
an increase of $50,000 over the largest 


amount previously issued on female 
lives. 
The schedule is: 
Budget 
Adj. 3 Yr. Init 
2Yr. 4 Yr. Init 10 Yr. 
Life & Init. 5 Yr.Conv. Conv. 
Age end. Term Term Term 
Oto 
4 $ 20,000 * * a | 
5 30,000 * * a 
6 $5,000 ad ° 
7 65,000 $ 30,000 ° ° 
8 90,000 [ bd ° | 
‘ 120,000 s ® 


150,000 








1 
1 
] 
1 
1 
1 
1 
21 180,000 
22 210,000} 75,090 $ 60,000 $45,000 
23 240/000 { 
24 270,000 } | 
25 to 
50 300,000 150,000 112,500 75,000 
51 280,000) } 
53 260,000 } 
53 240,000} 90,000 75,000 60,000 
54 220,000 
55 200,000 | 
56 180,000) 
57 160,000 | | 
58 140,000 > 60,000 45,000 37,500 | 
59 120,000 | 
60 100,000 
61 80,000) 
62 60,000 | 
62 40,000 + * * * 
64 35,000 
65 30,000) 

*Not issued. 


Massachusetts Mutual Life 


The Massachusetts Mutual Life has re- 
cently completed a reinsurance agree- 
ment which enables it to announce new 
insurance limits. The provision for 
waiver of premiums may be applied for 
in connection with the full amount of 





insurance, provided the applicant has at- | 


tained his 21st birthday. 


No increase in the amount of the dis- | - 
made | : 


ability annuity provision can be 
reinsurance facilities cannot be 
tained. The increased limits follow: 


as ob- 


Life and Endowment Plans 


Rated Age Males Femles | 
ica debeneeeeenecas $ 20,000 $ 20,000 | 
ee 40,000 20,000 
slag rept one ap 50,000 30,000 | 
errr rT 75,000 40,000 | 
| ERR RS ea 100,000 50,000 | 
ed e06>6 ee wee 150,000 100,000 | 
BOBO cccecccevsans 300,000 200,000 
PPE Dvcccdeseerneny 250,000 150,000 | 
1 150,000 100,000 | 
SEG cccccccccescs 50,000 50,000 | 
TERM INSURANCE 
Rated ames BO-EB. oc ccccccccseces $100,000 
Rated ages 56-60. .....ccceccceess 50,000 
Bankers Reserve 
The Bankers Reserve Life of Omaha 


has increased its limits from $100,000 to | 
$200,000. It also announces the accept- | 
ance of women risks on all forms of | 
policies at regular rates. 


Branch Secretary Becomes Field Man 


W. N. Marshall, until recently branch | 
secretary of the Canada Life at or | 
| 


John, N. B., has entered field work for 
the company at Brantford, Ont. 








| option 
| policy is a 





LAMAR LIFE REDUCES RATES 
Downward Revision Made Except on 
Convertible Term Contracts—Two 
New Policies Issued 





The Lamar Life has made a general 
downward revision of premiums on all 
forms of policies except convertible 
term. Rates for income disability have 
been increased but the new disability 
contract has been made more liberal and 
broader in its benefits. Life policy con- 
tracts are incontestable after two years 
from date of issue, except for non-pay- 
ment of premiums. All restrictions with 
reference to military or naval service, 
residence, aviation, travel and occupation 
have been eliminated, except in relation 


| to disability, double indemnity and dis- 


memberment. 


Announces Two New Policies 

The company announces two new 
policies, the first is an endowment ma- 
turing at age 55 with a fixed guaranteed 
to maturity. The other new 
20-payment life preferred 
risk issued only in amounts of $5,000 or 
more. 

The new disability clause provides 
that the total disability from any cause 
which has existed continuously for not 
less than 90 consecutive days will be 
considered as permanent and will entitle 
the insured to benefit. 





National Life, U. S. A. 


The National Life, U. S. A., announces 


} a new ordinary life special policy writ- 


ten for 
There 
the 


an amount not less than $2,000. 
is a decided decrease in rates for 
about 35. The new rates fol- 


ages, 


| low: 
. 


Rates Per $2,000 


825 oo 

7 eos 7 be 

goss 2 ri 

Sigs 2 By 

$27.60 36... 41.76 47.76 
28.07 37... 43.15 46.15 
28.58 38... 44.63 47.63 
29.10 39... 46.21 49.21 
29.65 40... 47.88 50.88 
30.22 41... 49.65 52.65 
30.83 42... 51.53 54.53 
31.46 43.. 53.54 56.54 
32.13 44.. 55.68 58.68 
32.83 45.. 57.97 60.97 
33.55 46.. 60.40 63.40 
34.32 47... 63.00 66.00 
35.13 48... 65.7 68.78 
35.99 49.. 68.74 71.74 
36.89 50.. 71.91 74.91 
37.83 51.. 75.36 78.36 
38.84 52.. 79.07 82.0% 
39.89 53... 83.04 86.04 
41.01 54... 87.29 90,29 
42.19 55 91.85 94.85 
43.44 


| WITH INDUSTRIAL MEN | 








NEWS OF THE PRUDENTIAL 
Some Promotions Have Been An- 
nounced Whereby Hard and Intel- 
ligent Work Are Recognized 


Bernard A. Gilhuly has been promote 
to thhe superintendency of the Bosto® 
No. 3 district of the Prudential. His 


continuous service dates from July 5 
1910, when he enrolled as an agent at 
Danbury, Conn., in the Bridgeport 4dis- 

anc) 


trict, and was advanced to an assist 
in 1912 

Agents Edward P. McKenny and Wal- 
ter A. Reynolds, of the Bridgeport, Con 
district have been promoted to assist 
superintendents in the same loca 


ant 
tion. 
Division F 


announces the following 
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assistant su- 
McConnell, of 
of the Can- 


from agent to 
John M. 
detached office 


promotions 
perintendent: 
Massillon, O., 


ton, O., district; James A. Wise, Fair- 
mont, W. Va.; John T. Kennen, Wheel- 
ing, W. Va.; John J. Hurley, Cleveland 


No. 4; Ray L. Presler, Washington Court 
House, detached of Chillicothe, O., and 
Harry D. Obenour, Galion, detached of 
the Mansfield, O., district? 

Assistant Superintendent J. M. Ziegler, 
of Toledo No. 2, was the winner of the 
silk American flag awarded by Division 
“R” superintendents to the assistant 
superintendent who had the largest 
amount of issued business per man dur- 
the recent ordinary effort. Mr. Zie- 


LIFE 


also ranker No. 31 among the 
leaders in ordinary. 


gler 
pany’s 


Western & Southern News 


Assistant Secretary W. S. Wenzel of 
the Western & Southern Life, has been 
transferred from the ordinary depart- 


ment to the mortgage loan department, 
where he succeeds Wm. Scholz, de- 
creased, 

The Chicago West District, under Su- 
perintendent J. J. O'Leary, leads the 
Western & Southern Life in ordinary 
increase for the year The Pontiac 
Mich., district under Superintendent D 
Tow, leads in industrial increases, and 
Superintendent O. A. Colvin’s Arkon, O., 
district has had the fewest open debits 





NEWS OF 


LOCAL ASSOCIATIONS | 











TENNESSEE AGENTS CONVENE 
James M. Madeaiies of Chattanooga, | 
Is Selected President at 

Annual Meeting 
May 3.—The Tennes- 
meeting 


NASHVILLE, 
see association held its annual 
at Nashville last week. The 
of the Association of Insur- 
also in attendance. 

President Robert C. Webster presided 
over the meeting. The agents were ad- 
ressed by John W. Barton, vice-pres- 
ident of Ward-Belmont College, and 
A. Caldwell of Knoxville, president 
Tennessee Association of Insur- 
ance Agents. Discussions on various 
phases of life insurance were led by C. H. 
Crimm, Chattanooga; W. L. Ambrose, 
Knoxville; Bolling Sibley and Edward 
J. McCormack of Memphis; Paul Ray, 
Chattanooga, and W. G. Fitting of the 
Equitable Life. 

Roger B. Hull, 


Tennessee 
ance Agents were 


Geo 


of the 


managing director of 
the National association, spoke on his 
chosen subject, “Can Life Underwriters 
Go It Alone?” His argument for group 
cooperation, group influence and gen- 
eral group work was most convincing. 

rhe following were elected to serve 
the next year: James M. McGaughay 
% Chattanooga, president; W. G. Col- 
mery, Nashville, vice-president; D. H. 
Odum, Knoxville, vice-president; Harry 
G. Allen, Memphis, vice-president; C. H. 
Crimm, Chattanooga, reelected  vice- 
president; W. J. Slack, Chattanooga, 
secretary. The next annual meeting will 
v held in Chattanooga. 


* * * 


Kansas City, Mo.—Dr. L. G. Sykes, 
medical director of the Connecticut Gen- 
Life, will be the speaker at the 





eral 


meeting of the Kansas City association 
on May & “Telling Is Selling” is the 
subject of his address. Dr. Sykes has 
had experience working with the field 
men and deals with his medical cases 
from the viewpoint of the field man, al- 
Ways explaining why a case is rated up 


or given a different form of policy. For 
this reason his talk is expected to be 
especially interesting to the life under- 


writers, 


members | 


|SUN LIFE OFFICIAL SPEAKS 
| 
| Boston Association Told Competition Is 
Not Between Agents But With 
Other Businesses 


| BOSTON, May 3. 


—George H. Har- 
| Tis, supervisor of field service of the 
Sun Life of Canada, spoke to the Bos- 


| ton association, at its monthly luncheon 





GEORGE H. 
Supervisor of Field Service, Sun Life 


HARRIS 


on “Broader Aspects of Life Underwrit- 
ing.” 

Covering the 
through life insurance, Mr. Harris said 
that “Insurance is the justification of 
enterprise, it is the justification of de- 
velopment, it is the reason for it.” 
Speaking of life insurance, he said, 
“Man must be greater than the thing 
he creates, his life is more valuable than 
the thing that he owns. If there is any- 
thing about a man that ought to be in- 
demnified surely is the man himself. 


achievements possible 


INSURANCE 


| system. It 








EDITION 


com- | What has this principle of life insur- 


ance done for the individual? I will 
tell you one of its by-products, and that 
is that it has lengthened his life and 
given him better health.” 


New Picture of Competition 


A new picture of what constituted the 
real competitors of life salesmen was 
given by Mr. Harris. “I rarely meet 
a man” he said, “who is not worrying 
about competition. I rarely meet a life 
insurance man who does not think that 
his competitor in the life insurance busi- 
ness has something better to offer than 
he has. He is worried because there 
are too many life insurance agents in 
his territory and because he thinks he 
isn’t getting his share. Those men who 


talk like that ought to be put on to a 
desert island where no one has ever 
heard of insurance at all, and try con- 
verting them. Don’t you see that every 
life insurance agent in the city of Bos- 
ton is helping you individually to sell 
your product? It is the great influ- 
ence of this mass of underwriters in 
Boston that has converted the public 
mind and made them receptive to your 
message. 
Turned to Installment Selling 

“Your competition is coming from 
everybody who is after the dollar that 
the American has to spend. There came 
a time when the American had spent 
his dollar. There was a great on- 
slaught on it and he spent it. Was 


that a deterrent? Not on your life. 
The great installment principle was in- 
troduced. You can buy your piano 
and your car, and your radio and your 
clothes on the installment plan, a dollar 


down and a dollar a week. You can 
buy the engagement ring, the furni- 
| ture, the wedding clothes, and even 


the honeymoon on the installment plan. 

Dies in Debt 

against the installment 

has raised the standard of 
But I want to tell you that 

when an American dies, in nine 


“IT am not 


living. 
today 


cases out of 10 he dies in debt, and he 
dies not only in debt but he dies with- 
out being able to leave his wife and 
his family the very comforts that they 
have enjoyed with him, because they 
| are not paid for. And I want to tell 
you that life insurance can turn every- 
| thing they have into an asset instead 
| of a liability. There is not an install- 
|} ment contract in force on this conti- 


should not be underwritten 


insurance.” 


nent that 

with life 
kK ox * 

Boston—H. W. Manning 

ent of agents of the Home 

York, will be the speaker 
meeting of the Boston 


May 17. 


, superintend- 
Life of New 
before the 
association, 
“2 
Julian S. Myrick, president, 
Hull, managing director 
of the National association, will be the 
speakers before the June meeting of 
the Detroit association. This will be 
the meeting at which convention plans 
will be publicly launched and the two 


Detroit. 
and Roger B. 
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A PURELY MUTUAL 
Company / 


If You Have Knocked 
the ‘‘T” Out of “‘Can’t”’ 


WE CAN GIVE 


1. You a liberal first year commission. 


2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 
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ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 

ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the vari- 
ous parties who may have an interest in 
the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life underwriter. 

PREFERRED RISK POLICY 
Also a new LOW COST 
Write for Information 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 











WHAT'S AH EAD? 





That question m the mind « very am 
biticous man. It's in your mind 

li tl answer does rot savsty, it will pay you 
to learn the advantaues i a lite underwirittg 
contract with Fidelity 

Fidelity riginated the disability provision t 
double benefit fea.ure d th Income f Life 
plan It operates in forty tate na full level 
net premium basis with more than $7500.00) m 
assets and over $366,000,000 insuranc n force 

More than 36,000 direct leads a a 
rom Head Office lead service 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


Walter LeMar Talbot, President 








TWO MEN 








We have two new territories 
for two good men under real 
general agents contracts. 


Address 


“Xa ‘la > 


INSURANCE CO. 


66 BROADWAY 


Stn 


NEW YORK 

















ORTHWESTERN 
NATIONAL NEWS 


ee ——_ 


This column contains 
condensed news items 
from the weekly news- 

aper published for 
ae cet National 
Life agents. 


— e gom™m 


Leaders Set 
Example with 
Zero Ratios 


Star Agents Sprinkle March 
Lists of Conservation 
Leaders 








Eleven of the 20 agents leading in 
conservation (based on number of 
policies exposed) were maintaining 
zero lapse ratios at the end of the 
first quarter, according to the lists 
showing the leaders for the year 
through March. Among these 11 are 
many of the Company’s leading pro- 
ducers, a fact which shows conclu- 
sively that Northwestern National's 
most productive agents write the kind 
of business that sticks. 


3 Crary Men 
First in 1928 
Century Club 


Green, L. M. Rutten, Schauer 
Have 50 Apps; 32 More 
“On Schedule” 


Three agents, all of the A. W. 
Crary agency, have already written 
the 50 applications necessary for en- 
trance to the, Century club under the 
1928 rules, while 32 more are main- 
taining a schedule which should as- 
sure them of having the necessary 
number by the end of June. 





Youngest Policyholder 
1 Day Old When Written 











Northwestern National’s youngest 
policyholder is Henry William Hans. 
Jr., of Galveston, Texas. His parents 
purchased a Child’s 20 Payment Liie 
policy for him last week when he was 
just one day old. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapelis Minn. 
STRONG - 


LIBERAL 








THE 


national leaders will be present to head 
the program. Detroit underwriters are 
planning for a record conventiop in 
Steptember. 

Bes 3K * 

Louisiana— Miss B. B. Macfarlane, 
president, and the members of the Life 
Underwriters Association of Louisiana, 
entertained Mansur B, Oakes of the R. & 
R. Service at their regular monthly 
luncheon and meeting. Following the 
luncheon, Miss Macfarlane, who is agency 
supervisor for the Pan-American Life 
in Louisiana, called some 20 of her 
agents together to meet Mr. Oakes. After 
his talk on “The Hours of Opportunity” 
the meeting was thrown open and a gen- 
eral discussion of individual problems 
followed. 

*x * 

North I. Foust of 
Greensboro, N. C., was reelected presi- 
dent of the North Carolina association 
at the annual meeting. 3ecause Mr. 
Foust is in ill health, B. Scott Blanton 
of Charlotte was appointed to perform 
the duties of president until Mr. Foust 
is able to resume them. It was decided 
to hold the annual meeting of the as- 
sociation in Greensboro in August. A 
feature of that meeting will be a life 
insurance sales congress. 

* «wh x 

Birmingham, Ala.—A carefully planned 
life inevitably leads to success, and in 
no other form of industry is this more 
noticeable than in the life of an insur- 
anee agent, Mansur B. Oakes of the In- 
surance Research & Review Service told 
members of the Birmingham association. 

“The insurance salesman who first 
formulates a definite plan of living and 
sells this to himself, is far better 
equipped to enter the field of everyday 
life and make a great name for himself,” 
Mr. Oakes said. 

* *x x 

Indianapolis—Leo R. Stamm, Chicago 
manager of the Acacia Mutual Life, will 
address the May meeting of the Indian- 
apolis association this week. Fred W. 
Dickerman, Richard Habbe and C. C. 
Crumbacker have been appointed a com- 
mittee on the nomination of officers. 





Evansville, Ind. A anewe crowd heard 
Mansur B. Oakes of the Research & Re- 
view Service, Indianapolis, address the 
Evansville association. 


BELIEVE NEW YORK 
CHANGE IS ASSURED 


(CONTINUED FROM PAGE 5) 


of practically all of the life companies 
operating in New York. They realize 
that some change is necessary. The 
form is difficult to arrange and at the 
same time meet the many different con- 
ditions and desires. As several of the 
actuaries have pointed out, there are at 
least four definite classifications of life 
companies and each is viewing the mat- 
ter from an entirely different angle. 
There are the non-participating compa- 
nies on the one hand and the participat- 
ing companies, ranging from low, 
through medium, to high net cost, on 
the other. As each of these is affected 
differently by any change, it is difficult 
to make a change that will satisfy all. 
Indeed, as one actuary has stated, it is 
impossible to make a change that will 
not work to the disadvantage of every 
company in some way. On the other 
hand, there are some companies that 
will gain so much from the general 
change that their losses are of no con- 
sequence. There are some companies 
whose losses are not of any major im- 
portance, so that they can view the 
changes with an unbiased mind. The 
others, those that will undergo definite 
losses by the change, will have to make 
certain sacrifices in the spirit that it is 
for the good of the business and several 
companies have even now so expressed 
themselves. 





Conditions Have Changed 


One prominent actuary points to this 
as the only feasible viewpoint to take in 
the matter. He and his company have 
thus far refrained from any expression 
pro or con and yet he feels that after all 
is said and done, it cannot be denied 
that some change is needed. Since the 
Armstrong investigation of 1905, the life 
insurance business has grown apace and 
has assumed enormous proportions. In 
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UNDERWRITER 
this remarkable development, however, 
the companies have gone off on individ- 
ual and divergent paths, each working 
out its own program, so that today there 
are more than the proverbial fifty-seven 
varieties of underwriting practice in the 
home offices. This cannot, of course, be 
to the best interests of the business. 
Complete standardization is not desired, 
but a degree of uniformity in practice 
sufficient to make a comparable work- 
ing basis between offices would be of 
benefit. Thus a revision, which would 
gather up the loose ends and make a 
homogeneous whole of the entire situa- 
tion, would be an important and con- 
structive development of the business. 
Since the days of the Armstrong in- 
vestigation, there have been many 
changes in business practices generally 
and the whole business structure of 
America is now moving on a new plane. 
Many of the new phases that have par- 
ticularly affected the life business have 
never before been given legislative con- 
sideration and this proposed change 
merely reaches out into the new realms 
of business and takes census of present 
day conditions. A few years ago non- 
medical business was unknown. Today, 
it is so important a part of American 
life underwriting that the medical ex- 
amination is not now recognized as a 
first year expense item which can be 
broadly applied to acquisition cost com- 
putations. The reason for doing this is, 
of course, to put all companies on an 
even basis. Now, those that use the 
non-medical plan exclusively can apply 
the money saved in this way to acquisi- 
tion cost items of other nature. There 
is an echo from the opposition, true, but 
this is one of those questions from 
which satisfaction cannot be derived 
for all and thus the best interests of the 
business are given major consideration. 


Advertising Also Considered 


Another new phase that was not felt 
a decade ago is the use of advertising in 
securing new business. There is one 
company that secures all of its business 
by mail and through advertising. There 
are many that secure a great amount in 
this way. Some companies are expend- 
ing vast sums annually in quality maga- 
zine advertising, motion picture adver- 
tising, direct-by-mail solicitation and 
other modern uses of advertising—all 
directed to the securing of business. It 
is obviously not fair to allow these com- 
panies to pay the same commissions— 
these being limited by law—and then go 
into the field and offer what is equiva- 
lent to added commissions through 
these sales helps. The only advisable 
answer was to class this advertising as 
first year acquisition cost. Again, there 
is the objection from those whose adver- 
tising is not of the solicitation type, but 
of the nature of conservation work. The 
major interests are here again consid- 
cred—and, in fact, those companies that 
are leaders in the conservation advertis- 
ing are not voicing objection to the pro- 
posed measure. 

Many other factors are brought into 
consideration by a study of the proposed 
change. In fact, the new section 97 is 
written with a view of giving practical 
consideration to all of the important 
phases of the business that have come 
into being since 1905—or that were not 
then important enough to be considered 
worthy of legislation. This is not the 
first time chat this section has been re- 
vised, so that the frequently voiced ob- 
jection that the spirit of the Armstrong 
investigation is being lost is not wholly 
valid. There have been numerous 
amendments to this very section adopted 
in the various terms of the legislature of 
the intervening years and this is only 
another similar amendment. It is true 
that it is far more comprehensive and 
far-reaching in its scope, but it is so 
coined in an endeavor to modernize life 
underwriting in the home offices to con- 
form with the times. 

The changes necessary under the new 
law, should it become a law, would be 
very drastic from a home office stand- 
point. There, indeed, is the cause for 
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most of the hesitancy to endorse the 


change. Under the new section 97, the 
companies would be obliged to scrap all 
of their present computation bases and 
start afresh. They are not required to 
use the American Men table of mortal- 
ity, it is true, but they are required to 
revamp their system of computing com- 
missions and this is no small item. Now 
they can, cast up each month’s exper- 
ence and compare it with the past year 
and the past decade or more, if the 
choose. They can proceed on the basis 
of past experience. Under a new sys 
tem, without precedent and without a 
single set of statistics from the past o1 
a comparable basis, it gives reason to 
pause in making the change. It would 
be a matter of no consideration, if ther 
could be a guarantee that the experience 
would go along smoothly, without dis- 
turbances, but should the change be so 
unfortunate as to be accidentally ac- 
companied by a “mortality catastrophe” 
such as was encountered in 1918, then 
the inability to compare the present 
with the past would be keenly felt in 
the home offices. This, however, is not 
of as much importance as is the ques- 
tion of stabilization of the institution of 
life insurance, so that most company 
officials, though not joyous at this pros- 
pect, are not willing to permit it to guide 
their final decision in this whole mat 
ter. 
No Fear of Rate War 

The fear that has been entertained in 
many cases that this revision would 
mark the beginning of a commission 
war or a rate war, is another fear that 
is largely ungrounded. As the vice 
president of one of the companies most 
advantageously affected by the change 
has said, rates have about reached the 
minimum possible to offer today. Those 
companies do not contemplate reducing 
rates. They do hope to be able to re- 
lease reserve funds that have been re- 
quired as excess reserves for the past 
reductions of premiums. This, they con- 
tend, was an advantage in favor of the 
low cost participating companies and the 
change is merely putting all on the same 
basis, not giving the advantage to the 
low cost non-participating companies 
And in the new law there is provision 
for regulation by the insurance depart- 
ment, in the event any company cuts 
rates below the safety line or offers pol- 
icies that are not entirely self-support- 
ing. The greatest objection comes from 
the mid-western companies and as most 
of these are not operating in New York, 
their objections are not valid before the 
legislative hearings in this state. The 
local companies and those licensed in 
this state seem to be far in the majority 
back of the measure. 





Hvde Will Not Run 


Arthur M. Hyde, president of the Sen- 
tinel Life, has announced definitely that 
he will not be a candidate for nomina- 
tion as United States Senator for Mis- 
souri, by the Republican party. The an- 
nouncement was made last week follow- 
ing a virtual decision to make the rac« 
Former Governor Hyde laid his refusal 
to the prohibition question, saying that 
rather than split the party and alienat« 
the wet Republicans he would withdraw, 
as he refused to modify his dry views 
Following the withdrawal of Mr. Hyde 
Mayor Albert I. Beach of Kansas City, 
a director of the Business Men's Assur- 
ance, is being discussed as a_ possill 
candidate. 


R. E. Irish Busy on Trips 


R. E. Irish, director of agencies of the 
Bankers Reserve Life of Omaha, has 
been visiting the southern and easter” 
agencies, going to Louisiana, Florida, 
Georgia, Alabama, North Carolina, 
Massachusetts, New Jersey, Pennsy!- 
vania, Indiana and Illinois. Mr. Iris! 
reports business conditions to be gener 
ally good. Most of the agencies visite: 
have substantial increases in production 
over a year ago. He has now gone on 
a five weeks’ trip to the Pacific Coast. 
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Writing Million-Dollar Policy, Which Is 


Ambition of Aggressive Underwriter, 
Involves Immense Amount of Work. 


is the ambition of every aggressive | but this particular case was one which 


Wis tie am a million-dollar policy | inclusion of such gigantic single sales, 


life underwriter, yet few realize | required an unusual amount of prelim- 


the vast amount of work required to| inary work as well as much time and 
carry through such a transaction. Stu- effort subsequent to the death of the 
dents of the business might profit by | policyholder. The preliminary work 
looking into the technique of those who | actually covered several years. If any 
have achieved this ambition, a very ex-| specific reason for its being written 
cellent case, because of its unique rami- | could be found, it probably would be 
fications, being the $1,000,000 line writ- | the quality of insurance service which 
ten on the late J. Mortimer Coward by | Mr. Ten Broeck believes essential to 
Herbert Ten Broeck of the Thomas M.| the proper functioning of a life under- 
Searles agency of the Aetna Life at| writer. Before entering the life insur- 
Newark, N. J. Mr. Coward died a few | ance business, he was a general insur- 
weeks ago, only six months after the | ance broker and it was in that field that 
policies had been purchased, and this | he first made his acquaintance with Mr. 
alone attracted a deal of attention to the | Coward, writing policies on his $25,000,- 
case. There are many other factors,| 000 shoe business. When Mr. Ten 
however, which make it an interesting | Broeck turned his interests towards the 
case and illustrate the great amount of ! life end of the business, he saw the need 
work necessary to handle such transac- | for a large line of life insurance on Mr. 
tions. Coward and then began a long campaign 
Chis million-dollar line was not writ-| to transfer this interest to his prospect's 
ten over night. Mr. Ten Broeck is an | mind. 
outstanding producer and this year will Mr. Coward quickly saw the value of 
be in the millionaire class without the | life insurance and admitted that he 








The Reason 


will interest youif....... 


nee | If you are interested in selling life 


insurance you will be interested in the 
in key to the Gem City Life’s record of 

increasing assets and insurance-in- 
force nearly ten fold in ten years. 


ten years 


In the agency contract and the pol- 


icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 


reasons for the success of the Gem 


TIMES City Life agents. In the success of 
our agents lies our success also. 


THE If you will write I. A. Morrissett, 
INSURANCE vice-president, he will be glad to give 
IN you complete details of our agency 


contract and reasons why it will pay 
FORCE you to join the Gem City Life. 


——— 
TERRITORY OPEN The Gem City Life 


trict of Columbia, West INSURANCE COMPANY OF DAYTON, CHICO 
Virginia, Georgia, Ala- I. A. MORRISSETT, 


boma and Louisiana. Vice President 





| would like to have a large line of it.!| Coward had no reason to know that 
| He did not, however, care to go through | they had ever been issued other than 
| the preliminary routine of medical ex-| the word of his agent. 


| 
| 


| 





aminations and such details. He said In the writing of the business there 
| that if Mr. Ten Broeck would bring in| was also evidence of the vast amount 
a policy for $2,000,000 and put it on the | of work that may be required in such 
desk in front of him, without his having | cases, even after the long preliminary 
to bother in any way about it, he would | development of the business. Mr. Cow- 
at once write out a check for $60,000 or | ard was found to be a substandard risk 
whatever the necessary premium would | and this required extensive searching 
be. It took some time to persuade him | for companies. That is, he was one of 
to take the initial steps. In fact, the first | the healthiest risks the examiners had 
life insurance Mr, Coward ever owned! encountered, but he was so much over- 
was a group certificate for $5,000, taken | weight that he could not be accepted as 
out under the large group contract which | a standard risk. On a substandard ba- 
Mr. Ten Broeck sold the Coward Shoe | sis, he was offered not only the $1,000,- 
Company last year. This measured up | 000, but an additional $500,000, which he 
to his qualifications of having the policy | did not care to take at that particular 
delivered at his desk without preliminary | time. In fact, there were policies total- 
details. In the middle of 1927 he was | :ng $150,000 on Mr. Ten Broeck’s desk, 
finally prevailed upon to take out the | issued and ready for delivery at the time 
$1,000,000 which he had at the time of | of his death. Mr. Coward was at that 
his death. Again as evidence of his com-! time reducing his weight and it was ex- 
plete confidence in Mr. Ten Broeck and | pected that he would shortly be eligible 
the Searles office, Mr. Coward offered | on a standard basis. He had at one time 
to pay the premium in full on the day | weighed 290 pounds. He was only 28 
he agreed to purchase the policies, be- | years old. He was a rare specimen of 
fore the medical examination had been | health, however, having been a member 
made and he left the policies, when | of the football squad at the University 
issued, in the hands of his agent and | of Pennsylvania. 

never once saw them. At the time of In this connection, the sudden death 
his death, all of these policies were in| of this large policyholder cut short the 
the safe of the Searles agency, and Mr.’ preparation of a far more comprehen- 

















all records broken 
AGAIN! 


In March, President’s Month, Mutual Trust 
Agents once more shattered all past records 
in honor of their President with more than 
FOUR MILLIONS of new business against 
the previous high record of $3,571,000. 


THERE’S A REASON! 


Records cannot be consistently broken 
month after month and year after year with- 
out some reason for it. Find our for your- 
self. 


CARL A. PETERSON, Vice-President 


Mutual Trust 


LIFE INSURANCE COMPANY _ || 


EDWIN A. OLSON, President 
77 West Washington Street 
: CHICAGO, ILLINOIS 
cAs Faithful as OLD FAITHFUL” 





















































THE NATIONAL 

































Coates & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 
San Francisco 


Barrett N. Coates. 
Carl E. Herfurth , 


ACTUARIES 










ILLINOIS 















ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 





e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance 8 


Specialty. 
Colcord Bidg. OKLAHOMA CITY 



























OPPORTUNITIES 
















ENRY R,. CORBETT 
























Position of responsibility desired in a life, fire 
or casualty insurance office by young woman 
with over 10 years experience. Capable of as- 
suming responsibility and taking charge of all 
detail work, also experienced secretary. Phone 
Harrison 6135 or 
Address F-32 
Care The National Underwriter. 
















INDIANA 











HGH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 


WANTED 


Agency for a reputable life insurance com- 
pany to make first mortgage loans on real 
estate in the city of Elkhart, Indiana. Ad- 
dress F-20, care The National Underwriter. 


































ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 


AGENCY DEPARTMENT 

POSITION WANTED 
Young man, thoroughly experienced, legal 
education — married — now employed general 
agent, desires position in Home Office agency 
department; what is wanted is opportunity to 
advance. Address F- 18, care The National 
Underwriter. 


















IOWA 
















L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 









MISSOURI 


AGENCY SUPERINTENDENT 


WANTED—By thoroughly experienced Agency 
officer, position as Superintendent of Agencies, 
or Assistant, with a growing life company, not 
too large and willing to fight for growth. 
Prefer connection with a capital stock com- 
pany, where I may acquire a stock interest 
and develop a worth while future for myself. 
Am now Superintendent of Agencies and Vice 
President of a mutual legal reserve company. 
Can show an exceptionally good record of 
business and agency development. Will stand 
check. Write fully, in strict confidence. Ad- 
dress F-29, care of National Underwriter, In- 
surance Exchange, Chicago, Ill. Reply as- 
sured. 

















OHN E. HIGDON 


ACTUARY 
24 Argyle Bldg., Kansas City, Mo. 














NEW YORK 



















M* M. Dawson & Son, 


CONSULTING 
ACTUARIES ' 


38 W., 44th St. New York City 















































A REAL CHANCE: 


A good, young Middle Western Com- 
pany is carrying on an expansion 
program and is desirous of making 
contracts on a liberal basis with good 
men in the following cities: Dubuque, 
Iowa; Sioux City, Iowa; Omaha, 
Nebraska; Burlington, Iowa; Keo- 
kuk, Iowa and Clinton, Iowa. 

We can also use a good producer at 
Davenport, Iowa. 

We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ability and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Con- 





fidential. Tell us all about yourself 
in first letter. 
Address F-16, care The National 
Underwriter. 














UNDERWRITER 


sive life insurance program. It had been 
planned to effect a complete reorganiza- 
tion of Mr. Coward’s business. An 
estate program was being worked out 
and this was to include at least $2,000,- 
000 of life insurance. As it was, the 
Coward estate was caught unawares and 
not even the final details were provided 
for. It is said that a second will, which 
was to handle these various details, had 
been written and witnessed, but is now 
missing. As this was a personal busi- 
ness, unincorporated, it is not left in the 
best of condition for the executors to 
handle. The extensive insurance and 
capitalization program which was being 
planned would have amply cared for 
this. 


Claim Papers Require 
Much Strenuous Work 


Still further to illustrate the possibili- 
ties of detail that can be required in 
such a case, the handling of the claim 
papers has taken Mr. Ten Broeck two 
months of strenuous work and he is not 
yet through. This was of course not an 
average case. Just as the placing of this 


huge line on a substandard basis re- 
quired much extra work, so also the 
death of the policyholder in a foreign 


much extra work to 
Fifteen separate pa- 
were received from 


country required 
clear up the case. 
pers, all in Spanish, 
Cuba, where Mr. Coward died. These 
had to be translated and photostatic 
copies made, and claim papers completed 
for each of the 20 policies separately. 
Some of the companies required addi- 
tional proof of death from an American 
undertaker. As all of this service must 
be performed by the agent, it can readily 
be seen that a great expenditure of time 
and energy may be required in connec- 
tion with the writing of these large risks. 
Furthermore, the agent securing such a 
risk is very apt to be thrown off his 
stride for a time in general production. 


Renewals a Big Item 
from Agent’s Standpoint 


There is one additional interesting 
item to be brought out in connection 
with this risk. With the death of Mr. 
Coward, six months after the writing of 
the policy, Mr. Ten Broeck lost his re- 
newal commissions. This is a consider- 
able loss on a case of this size. It rep- 
resents several thousands of dollars an- 
nually, And in this case it is unique that 
on the very day of Mr. Coward’s death, 
Mr. Searles and Mr. Ten Broeck were 
discussing the advisability of taking out 
a $10,000 life policy on the policyholder, 
payable to the agent, to protect his pat- 
ently insurable interest. Mr. Searles 
pointed out that this was distinctly an 
insurable interest and that Mr. Ten 
Broeck faced the loss of at least that 
amount should his policyholder die be- 
fore the expiration of renewal commis- 
sions. This indeed is a suggestion bv 
which all general agents must profit. 
adding to their income and still further 
evidencing their belief in business life 
insurance. Every general agent might 
profitably suegest to their leading pro- 
ducers that they thus protect their re- 
newal interests. 


Varving Claim Practices 
Disclosed by This Case 


From a company standpoint, it is also 
interesting to find that in the payment 
of the death claim, some of the com- 
panies volunteered very liberal terms of 
payment. this being not unfavorable 
advertising for the business. Some of 
the comnanies not only naid the face of 
the claim, but also refunded the un- 
earned premium, naid a post-mortem 
dividend, and the interest on the death 
claim for the interim between death and 
pavment. In the case of a claim of this 
size, these items wonld be of consider- 
able proportions. The companies on 
this risk were as follows: Tincoln Na- 
tional. $115,000: International Tife. 
£110.000- Sun Tife. $100.000: Guardian 
Life, $115.9°0: Eauitable of New York 
£105.000- Missouri State Life, $120.000: 
Aetna Life. $25.000: Rankers Life, $50,- 
600; Western Union Life, $20,000: New 
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York Life, $20,000; John Hancock Mu- 
tual, $50,000; Prudential, $50,000; Union 
Central, $25,000; Pacific Mutual, $25,000; 
Fidelity Mutual, $20,000; Minnesota Mu- 
tual, $42,500; National Life, U. S. A, 
$7,500. 

These are some of the interesting de- 
tails that go to make up a million-dollar 
risk, though it is true that most million- 
dollar risks do not require such exten- 
sive efforts, either in the writing or the 
claim settlement. 


HIGHER POLICY LIMITS 
EVIDENCE OF GROWTH 


cc ONTINU ED FROM PAGE 3) 
there is very definitely a portion 
field that must be taken into ac- 
home offices, to which old 
underwriting practices will not apply, 
When the agent of today who is to be 
classed as a successful life underwri 
has a $300,000 or $500,000 case to close, 
business efficiency calls for the means 
of immediate action. 


that 
of the 
count in the 


Work Is Increased 


Where the company represented by 
the agent accepts only $100,000, or more 


or less, but not sufficient for the case in 
point, the agent then must give over a 
great amount of time to brokering his 


line about town. Could it all be assumed 


by his own company, he could secure 
the signature and check, deliver the 
policy and be done with the case in 


short order. It would not mean that the 
company is exposing itself to this in- 
creased hazard, if not so desired, hut 
that the company is merely assuming 
to handle, through reinsurance connec- 
tions, the excess lines that are so often 
in the market. Speed and efficiency are 
essentials to modern business and thus 
such details as this become factors in 
home office efficiency and also agency 
efficiency. 


WARNING IS ISSUED 
ON OLD AGE SYSTEM 


(CONTINUED FROM PAGE 9) 


70 years. It is then suggested that ‘to 
protect younger men and women who 
are refused employment at 45, when 
they are able and willing to work— 
whether they are barred on the ground 
of age or bad times—some form of un- 
employment insurance is needed.’ There 
is some form of old age pension legisla- 
tion in force in the following states: 
Kentucky, Wisconsin, Montana, Colo- 
rado and Nevada. 
People Should Be on Guard 


“It behooves everybody to be on their 
guard against this proposed legislation. 
Failure to appreciate the danger made 
it possible to slip an old age pension 
measure through by an elective vote 
the state of Pennsylvania several years 
ago. However, it was found that there 
was a provision of the Pennsylvania 
constitution that pensions could be paid 
only to people who had served the coun- 
try, in military service. This tended to 
negative the vote. 

“The measure which was submitted to 
a vote of the people of Ohio in 1923, au- 
thorized county commissioners to levy 2 
tax sufficient to carry out the provisions 
ot the measure and pay all claims there- 
under. It was proposed in that measure 
to make any person over 65 years 0 
age, having less than $2,500 eligible to 
the old age pension, regardless of 
whether or not they had children o? 
whom they might depend.” 


Roger B. Hull Ends Tour 


Roger B. Hull, managing director ©! 
the National Association of Under- 
writers, is back at his desk in New York 
this week, having completed his south- 
ern tour, but he is not back in the same 


office, as the National headquarters 
offices have been moved in the past 
few days, now being in the Salmon 


Tower, where thev are more efficiently 
situated and can better handle the 4° 
sociation work. 
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